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OUTSELLING ALL OTHER 
5 SHOES IN HUNDREDS 
OF STORES 


Air cushioned. Patented con- men alike. Brings in new 
struction. Arch Uplift. Selling customers. Twenty-three 
features the customer can SEE stylish numbers in stock. 
and FEEL. Extra quality The big-selling specialty 
insoles and outsoles. Ap- shoe for the MASS 
peals to young and older MARKET. 
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VOICE OF THE TRADE 
mz 


AMES WRIGHT, president of 

the G. R. Kinney Co., Inc, 
operating the largest chain of 
family shoe stores in America, was 
responsible for a very important 
change in the method of issuing 
relief orders by relief administra- 
tions the country over. “The 
blanket orders as currently made 
out and calling for, say, under- 
wear, shirts, shoes and overalls 
stated that the order could be 
filled at ‘any NRA store’ but this 
was essentially a misstatement as 
the relief order could not be sub- 


divided and therefore the order 
could only be filled by ‘any NRA 
department store.’ ” 

On Feb. 18, Mr. Wright received 
a letter from the Federal Relief 
Administration, with this important 
paragraph: 

“I would suggest that you ask 
your local stores in the cities in 
which they are located to contact 
the relief administrations and ask 
that separate relief orders for shoes 
be issued where necessary. I feel 
quite sure that this- problem can be 
handled in this way satisfactorily.” 

If you have been distributing 
shoes to people on relief, this is 
the way to get your share of the 
relief disbursing orders. 


Sow 35 years Bob Hill of Hill & 
Mynatt has had the basement shoe 
department in the Sanger Bros. 
store in Dallas. He has watched 
many changes each year, and in 
commenting on this he said: 

“To stay in business one must 
change with the times. The present 
trend is the placing of more de- 
pendence on in-stock departments. 
That is where those tested manufac- 
turers who make shoes that fit and 
have style are reaping their just re- 
wards. Medium-priced shoes can 
be made to fit just as well as high- 
priced lines. After all, wood is 
wood, and it can be made to fit.” 


* * * 


ILLIAM M. SCHOLL, M_D., 
says: 

“From the very first day that I 
perceived a great need for individ- 
ually fitted arch supports . . . the 
day that I left a retail shoe estab- 
lishment in Chicago’s loop. . . I 
firmly decided upon a fixed plan 
of action. I definitely decided to 
adhere to a regular policy of ad- 
vertising my merchandise and ser- 
vice to the public. 

“The first year that I introduced 
my Foot-Eazer and other appli- 
ances, I took a fair share of the 


nominal income of the year and 
put it right back into an advertis- 


Page 23 


ing appropriation. Small as it was 
it started to send me upward, enjoy- 
ing constantly increasing volume 
and profit. 

“For more than 30 years I have 
advertised constantly. I have never 
permitted a backward step in ad- 
vertising — nor did I permit any 
curtailment when the first signs of 
the recent depression were ap- 
parent. 

“Now, when we are on the up- 
turn I have authorized, for 1935, 
a record advertising appropriation 
which included besides newspaper 
and magazine advertising, radio, 
and broadcasting. 


H F. KNOEBEL who has charge 
+ of all the shoe departments 
in the Monnig Store, Fort Worth, 
says: 

“Business comes to those insti- 
tutions which follow two rules. 
The first one—have a good sub- 
stantial stock, complete as to styles 
and sizes.’ The second one—‘pour 
in money on advertising and still 
keep the stock fresh.’ 

“Most of the stores that complain 
most bitterly about lack of busi- 
ness are the ones that do not carry 
any merchandise, or else they have 
a house full of goods that the pub- 





lic is not interested in,” says Mr. 
Knoebel. 

There is not great difficulty in 
selling shoes if one has the sizes 
and widths in current modes, and 
has the ability of demonstrating 
this fact to the public—is a further 
thought from this good shoeman. 


* * 


HE New York City Sales Tax 

must be filed on or before 
March 30. The tax is to be paid 
at the time the return is filed. 
Comptroller Frank J. Taylor of the 
City of New York points out that 
“every business must pay a tax on 
all sales, including sales of 12 cents 
or less; that is a tax of at least 2 
per cent must be paid on the gross 
receipts from all taxable sales in- 
cluding sales of 12 cents or less.” 

Upwards of 170,000 concerns are 
supposed to file returns. If they 
don’t, heavy penalties will be im- 
posed such as a fine of not more 
than $1000 or imprisonment for not 
more than one year—or both. 


* * * 


ROADWAY pedestrians get shoe 
service for 50 cents through the 
opening of a Shu-Eez Comfort Shop 


4. 


in Times Square. Believe it or not, 
this shop sells nothing but service 
for it carries no shoes. Just a few 
days ago, a window count was made 
and of the 7042 people who looked 
in, 733 entered the store. 

The service is built around a 
machine known as a Shoe-Con- 
former. It does not stretch the 
shoe but molds the sole to conform 
with the sole impressions of the 
individual foot. The service takes 
from two to five minutes and re- 
lief is obtained from uncomfortable 
shoes. 

It is not a shoe store and it is 
not a repair shop. It is a comfort 
selling proposition. 





MORE ABOUT 
JOBS 





—In my col of D ber 15, 1934, 
captioned JOBS, | stated: “The basis 
of our major economic problems is un- 
employment." 

—Recently | spent several days in Wash- 
ington conferring with many of the “big 
boys" in command of things down there. 


ms “ 


—In practically every inst ploy 
ment" was emphasized as the crux of 
all our social and economic ills. 


—And now Gerhard Hirschfeld, practical 
thinker and student of human behavior 
and misbehavior states in a Recorder 


editorial: 

—‘Strike out, today, relief expendi- 
tures—and you have a balanced 
federal budget, you have substan- 
tially reduced taxes, you have a 
lot less codes and supervision and 
interference with the course of 
business. 

—“Business responsibility to reduce 


unemployment of its own free will 
can remove, at least in part, the 
underlying cause of it all.’ 
—This is surely a challenge to business. 
—lIf business cannot create more jobs, the 
only alternative is more government 
control. 








—And once the government gets control, 


it's a mighty difficult task to shake it 
loose again. 

—Consider the experience of many Euro- 
pean countries. 

—We don't want anything of that sort over 


here. 
Swit Oe 


President. 





DGES disagree on retail unions. 

Justice Salvatore A. Cotillo of 
the New York Supreme Court first 
ruled that labor unions had no right 
to picket retail stores for refusing 
to agree to a closed shop. He drew 
a distinct line between manual 
labor and the white-color class of 
employees and said: 


“Really successful stores are the ex- 
treme development and expression of 
personal service. Effective store opera- 
tion depends in large measure on com- 
plete administrative freedom, and the 
flexible use of a diversified staff. Clas- 
sification, regimentation, standardization 
and all other limitations resulting from 
the closed shop would tend to produce 
inefficiency in the character of service, 
a loss of patronage, and consequent 
waste. This in turn would threaten the 
existence and success of the very in- 
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stitution upon which the welfare of the 
employees would depend.” 


A week following, the ruling was 
reversed by the Court of Appeals 
in the case of the Wise Shoe Com- 
pany, Inc.—‘“deciding that the 
union was within its rights in pick- 
eting, providing such activities were 
carried on in a peaceful manner.” 
The court, however, modified the 
injunction to “restrain all shouting, 
collection of crowds, interference 
of any kind with customers, loiter- 
ing upon or obstructing the side- 
walks or the entrance of the store— 
permitting peaceful picketing only 
with sign or placard, with truthful 
legend and persuasion by sign no- 
tice or hand bill.” 

The net gain on the two decisions 
is the elimination of the malicious 
and injurious picketing by shout- 
ing, obstructing the sidewalk, intim- 
idation of customers, etc. 


* * * 


“QUINTRAINS OF CALENDAR” 
By Wilson McDonald in Alco News 





















(1) 
Mebbee you ’ear of Calendar, 
Not on de wall—no, no, 
I mean de town of Calendar, 
An’ Monsieur Doc Dafoe. 































Mos’ heverybody ’ear of Rome, 
An’ Lunnon an’ New York, 
But no one ’ear of Calendar, 
Excep’ wan burd—de stork. 
(3) 
Wan day dat stork ’e eet alone, 
Jus’ houtside Calendar, 
An’ den ’e swear, “I'll mak’ you 
known, 
Aroun’ de worl’, by gar”. 
(4) 
Dat burd was right—dis leetle town, 
She’s known where’er you go; 
An’ heverybody in de worl’ 
Knows Monsieur Doc Dafoe. 
(5) 
De papers now get hextra hout, 
Eef wan quintuplet sneeze, 
An’ heverybody send night-gown, 
To keep doze keeds from freeze. 


























BOOT AND SHOE RECORDER, 


(6) 
An’ heverybody in de worl’, 
From Nord Bay to Cape ’Orn, 
Are telling what de mamma say, 
Wen all de chile was born. 
(7) 
An’ wat was said by Doc Dafoe, 
Ees publish heverywhere, 
“Eet’s more dan I hexpec’, ’E say, 
Nobuddy seems to care. 
(8) 
Ay tink ’e ’as bin long neglec’ 
An’ so I tell eet you, 
’E laugh een joy wen firs’ was born, 
’E smile at nombre two. 
(9) 
“Eet’s more dan I hexpec’, ’E say, 
But twins dey may be nice, 
I'll be good sport, perhaps ee’s bes’, 
Dat I am pappa twice”. 
(10) 
Den Doc Dafoe come tru de door 
An’ says: “Oxcoos to me”, 
You are a fadder once again, 
Dat makes you pappa t’ree”. 
(11) 
An’ soon dat doctor whisper low, 
“Oxcoos’ to me—eet’s four”. 
Sapre, dat man from Calendar, 
’E smile heem now no more. 
(12) 
An’ den de pore ole fellow wipe 
Hees forehead on hees cuff 
An’ says: “De Joke ees good, but 
pleas’ 
Henough ess quite Henough. 
(13) 
E feel jus’ lak ’e order ’im, 
Wan nice banan’ for lunch 
An’ den de waitress bring heem 
quick, 
De whole banana bunch. 
(14) 
Sapre, dat door she move again, 
She can’t keep still somehow, 
“Oxcoos to me” said Doc Dafoe 
“You're five times pappa now”. 
(15) 
De paper tell wat mamma say, 
An’ wat say Doc Dafoe, 

But wat de ole man say heemsel’ 
Eet’s bes’ you shouldn’t know. 
(16) 

Eet’s Easter time—de folk will sen’ 
Does babies eggs an’ frocks, 
But pleas’ oxcoos, won’ someone 
send 
De ole man a pair of socks. 
* * & 


BD igre LAYCOCK, vice-president 
of Hanan & Son, returning from 
Europe, says: 
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“The Hanan stores in Paris and 
Nice are doing splendid business, 
even though most of the shoes must 
be made abroad because of the 
quota of limitations. The Hanan 
business in England is in a reason- 
ably prosperous condition.” 

He found the tendency abroad 
was for plain, simple shoes, in con- 
trast to the highly patterned shoes 
in America. 

Herbert G. Hanan, president of 
Hanan & Son, returned on a later 
ship, after visits to England, France 
and Switzerland. One of the in- 
teresting experiences of the trip was 
the inspection of the Hanan factory 
in Blois, about 100 miles from 
Paris. This factory, making Hanan 
shoes in an old guard house, is on 
the grounds of an historic castle 


built by Louis XII. 


* * * 


OCKTAIL parties salute the 
coming of Spring. 

A toast to Thomas B, Callahan 
of B. Altman & Co. was given by 
Roger A. Selby at the Waldorf- 
Astoria—to the clink of champagne 
glasses and a display of Tru-Poise 
shoes, plus Marion Stephanson’s 
new photo murals and fine music. 


The Wise Shoe Company cock- 


tailed the press and the trade on 
the fourth floor of their smart show 
shop on Fifth Avenue, in inaugura- 
tion of Dual-Personalitee Shoes. It 
was rather unique to see a bar set 
up on the opera shoe floor, in a 
setting of photographs, panels and 
Springtime footwear. It was in- 
deed a most pleasant party. 

J. & J. Slater gave a pre-view of 
the Spring collection of beautiful 
shoes, hosiery and bags at the 575 
Madison Avenue shop, in a 45 
minute show with mannequins, 
under the direction of Jeanne Grey, 
fashionist for the house of J. & J. 
Slater. 

Polly Pettit of the New York 
School of Display, gave a special 
party, with cocktails, at the R. C. A. 
Building, Rockefeller Center, and 
broadened it out to represent all 
trades—from shoes to silver and 
from pianos to chocolates—the idea 
being that display makes sales and 
ideas come from everywhere. 


* #* 


AID the toe to the sock: 
“Let me through, let me 
through!” 
Said the sock to the toe: 
“T’ll be darned if I do.” 
—Philadelphia Bulletin. 
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“What have you got in a good sport shoe? I'm racing in the Derby tomorrow." 
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WE 
INTRODUCE 


HAROLD O. LEISER 


ONE 
OF THE 


YOUNGER GENERATION 


O NE indication of genius in an executive is his ability to select able men for his organi- 
zation, and in the case of Walter Booth, with his long experience in producing and sell- 

ing shoes, assisted by men well selected, it was quite natural to see good material in 
Harold Leiser for careful coaching and development. 

Some eight years ago Harold joined up with the Walter Booth Shoe Company, of 
Milwaukee. And he came to the company with a family tradition of shoes, a father and 
two uncles having been in the shoe industry for thirty-five years. Reporting for work 
fresh from college, he has thought, dreamed, and practiced shoe selling and promotion 
in general, and Walter Booth shoes in particular, ever since. Advertising and sales pro- 
motion soon came under his wing—and when the egg hatched, lo and behold, it was a 
nationally advertised brand called Crosby Square Authentic Fashions. Now. Mr. Leiser 
has taken on the added responsibility of directing a sales force of 22 men. 
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RETURNING Summer, with things to do and 
places to go, brings the greatest sales stimulus 
that retail trade experiences the whole year through. Reports from Florida, from 


California, from Texas and all of the fashion proving grounds, tell of increased 


sales of Summer footwear. They tell the story also of what styles will sell tle coun- 
try over a few short months from now. To help shoe merchants visualize this! coming 
picture, Boot AND SHOE RecorpDER dedicates its Summer Fashion Presentation. 











Four P. M. 


Any Friday in Summer 


HEY’RE off-—this happy cavalcade—each to his own 
select and happy retreat. This craving for new places 
and new things is your greatest sales stimulus. It 
climaxes a buying spree on which budgets are forgotten, 
inhibitions left at home and style triumphant emerges 
in each carefully selected costume. What are they 
wearing for this place or that? Let’s look at their 
costumes and their shoes as they hurry down the street 
or rush for the week-end express. 

There’s a tall, spare man standing in the cool shade 
of a sports shop awning. He is somewhere between 
35 and 50. His gray tweeds are casual and well cut. 
His button-down collar, while oxford shirt and Bengal- 
striped bow tie give him a decided military air. He 
always wears a heavy wing-tip Scotch grain brogue. 
He was visibly impressed by the style of the pair illus- 
trated. Alert to the new, he was particularly sensitive 

[TURN TO PAGE 66, PLEASE] 





BY 
JOHN REILLY 








Photos by 
George Pelzer 


Drawing by 
Link Hanna 











THE 
WEEK-END 
BEGINS... 


S INCE noon there has been a de- 
cided atmosphere of holiday about 
the whole city. People are going 
places and they are happy, a blessed 
respite in the Summer routine—the 
vision of which makes bearable the 
cold, grim days of Winter and swelt- 
ering Summer afternoons at the desk. 
Men are quitting their offices—put- 
ting aside the cares and trials of a 
stifling business week. Some will go to the 
solitude of a mountain trout stream. Some to 
the pine-shaded glory of a driving tee. Others 
to the flying bridge of a North Cape-bound 
cruise ship or a quiet breeze-swept veranda 
overlooking some silent beach. These are the 
things to live for in Summer. 
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Her white mesh suit from 
Bradley, lined with sunburn- 
beige jersey, gives a startling 
effect. Beach shoes in navy and 
white sailcloth match the beach 
mat, her navy blue slacks and 
other bathing accessories. 
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Here goes an exotic bathing suit in 
a South Sea Island print, with bright 
splashy flowers. There goes a crash 
beach skirt with vivid stripes. There 
goes a “dressmaker” suit in pale 
blue, worn with a sweeping cape. And 
there a pair of navy slacks with a plaid 
gingham halter top. 

The beach scene for 1935 has plenty 
of variety. A woman may look like a 
Tahitian charmer or a peasant beauty. 


ANYTHING 


She may be very feminine or 
very boyish. She isn’t satisfied 
with one suit, or one pair of 
beach sandals. So give her 
shoes that are bold and 
“native.” Give her shoes that 
are feminine, like that fish net 
sandal or the jersey model. 
And, don’t forget the trim, ship- 
shape looking shoe that will go 
with shorts and slacks. 

Certain colors stand out as 
highlights this season. White 
first for suits, a perfect foil to 
sunburn and to high colors in 

accessories. Shades of 
blue are the next 1935 
success — light blues 
for suits, royal and 
navy blue for shorts 


and slacks. Yellow 


Description of shoes in 
circle (counter-clockwise): 
Horsehair mesh with glove 
leather bandings in a 
cork-soled sandal. A_ pa- 
tented ghillie in heavy 
natural crash. Plaid san- 
dals to match other plaid 






APNE MACOS, 
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and brown is the third star combination for 
bathing costumes, followed by every other 
color in the rainbow. 

The white beach shoe plays safe. The navy 
beach shoe is as new and smart for the beach as 
it is everywhere else this year. So is brown, and 
brown with a touch of yellow. Natural colors for beach 
shoes in the new, heavy crashes will blend with the 
peasant fabrics used for beach wraps and beach skirts. The 
multi-color shoe is a wise choice, because it is so adaptable 
to a great variety in bathing costumes. 


GOES If Its GAY.... ni 


RUTH HARRINGTON 





One beach shoe isn’t much of a sale, but if you make your 
beach displays attractive enough, you can sell two or three—- 
or maybe more—pairs. One way to do it is to get some other 
beach accessories to tie in with shoes. A raffia “halo” for the 
hair, for instance and raffia beach sandals to match. A plaid 
halter to go with your plaid sandals. A crash beach bag to 
ensemble with natural crash shoes. Striped lisle socks for 
your white shoes. (They wore socks on Florida beaches this 
season and the idea will likely be taken up everywhere.) 

Department stores get the major part of the beach business 
because they do such a good job of ensemble selling. But 
shoe stores can do an ensemble job too. Round up some related 
accessories, and you will sell more beach footwear. And 
make a beach shoe display that looks colorful and intriguing. 
Do you remember the brightly painted push-cart that 
J, Miller had for their sandals last Summer? It stood 
just inside the door, and it stopped every woman who 
came in! The sandal business is an eye-appeal busi- 
ness. The gayer you make it, the better it will go. 

For all indications this year point to a Summer in 
which anything goes if it’s gay. 





accessories. A navy felt shoe with multi-colored 
cotton tape trimming. Fish-net lastex, a popular 
model. Bright bands in mixed colors have the 

new peasant look. Pastel jersey for the 
“dressmaker'’ type of suit. In the small 
section—two slack shoes. A patented 
ghillie-moccasin. Perforated oxford 

in a washable suede cloth. 
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THERE/S a full trade wind blowing for whites . this 
Summer, and the sails are well set. White will be way 
out in front when the Finish Buoy is rounded in the 
Sports Selling Regatta. Close-hauled, white will in | 
handily, for white is the universal spectator and active | 


sports shoe, be it for seashore or mountain, be it for | 


tennis or lounging about a smart beach club. White 


| 
is the safe color—white is the universal color in any | 


grade,|and unquestionably the leader this year. The 
country over, it should be sensational. Opinion is| at 
variante in its lasting quality. Some well informed 
shoe men say that this year it should reach its p jak 
and next Summer may see it sold in somewhat smaller 
volume. Obvious conclusion—Play it while it’s hot 
and th what it is worth. | 
The advent of color into men’s Summer sports clothes 
this year calls for white accessories. The white flannel 
suit, the white tuxedo, the Palm Beach, the white linen 
suit, all|of which will be sold in increasing volume, will 
emendous effect on white shoe sales. 


have a 








} 






















The whité anc mixed ensemble faXors the white 






shoe+—The a oduction of color—red, gray and green 
to the hea ry soles; on whites will help to\sell them 
also. \ The pkomotional opportunities of white are al- 


most limitlesq ith practically any background, with 
almost \any tie-up a a very attractive picture\ We 





illustrate it here ith a marine scene; it fits just as well 





into an sports|s ating. In subsequent issues of Boyr 
Recorp 


AND SHO promotions will be suggested fo 


“whites.” 





In the panel yagp will see the white buck, plain toe, 
with colored heagy crepe sole, medallion perforated 
square tip, 4 plain@quare tip in white buck, a perforated 
wing tip, a\plaizgtoe plug oxford and the very open, 











lightweight sandd@e in white nu-buck. 


The combihatfpn which is the correct shoe for odd 
jacket and flahn@l or linen slacks should sell very well 
this year, partichlarly in the better grades, if and when 
the peak is reaphed in all whites, the pendulum will 


swing back to gombinations. Observation on the man- 
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ON A SUMMER SEA 


ner in which combinations react to white sales should 
be made this Summer with a view to forecasting their 
sales for next Summer. 


Unquestionably the better efforts, particularly of the 
quality manufacturers, are going into the field of the 
combinations. New shoes are being developed almost 
daily, and they are zealously guarded, for they are real 


style shoes. 


Of particular mention are the reverse treatments in 
which white buck is used for trim, usually on tip and 
quarter; white calf or reversed calf is used in brown 
\\ for the body. The advent of color in both soles and 
rim is important. One highly conservative house is 
showing a white buck with red and blue trim. Another 
shows a kiltie tongue in all white with interchangeable 
tongtes of various colored buckskin. Still a third is 
showing a ghillie with colored laces and colored tongue. 
The intrgduction of a saddle of the same color as the 
crepe-solel shoe is also new and effective. Colors are 


wine, red, blue, green and lava gray. We illustrate this 


shoe on another page. You will see and hear more of 
this colored trim next Winter at Miami and this Sum- 
mer at highly fashionable Summer places. It may be 
the key to next Summer’s combination sales, if it is not 
developed too quickly and spread all over the country 
this Summer. It is safe to say that as yet it is not 
well enough developed and promoted for volume busi- 


ness. 


One of these shoes in white buck trimmed with blue 
reversed calf is shown in the lower right-hand of the 
panel on the right-hand page. You will see the type of 
shoemaking that this color idea is going into. From a 
strictly style viewpoint there is no reason under the sun 
why color should not be used if it is well planned and 
intelligently promoted. Also, illustrated are a white 
buck with a brown calf upper and using a white lace; 
a white buck, black calf trim, with medallion perforated 
square tip and the white tuxedo shoe trimmed with a 
black grosgrain bow, white satin lined, and, for con- 


trast, a black enamel sole. This shoe is also being 


developed in white and colored ribbed silk. 
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‘ country. Her first thought, naturally, is the white shoe. Here, 
again, the salesman is clever. He points out that since the white white or the brown and white shoe is 
sports shoe is the very backbone of her shoe wardrobe, she would very smart this Summer with light 
do well to get two pairs. Then she always has a fresh pair on hand sports things. The light combination 
| while the other is being cleaned. So she buys a low-heeled kiltie on dark is especially new. And when 
) model in grained leather and a slightly more formal ghillie in you wear dark accessories, it changes 
white buck. the whole look of your costume. We 
Well, now, she says—these will go with all my sports clothes. have a new linen pump in brown or 
“Yes, indeed,” answers the clerk, “but, of course, the navy and navy that I believe you would like.” 








Shoe Traveling Bag 
Courtesy Frank Brothers, New York 













































































The SHOE WARDROBE 
Prepares to Go Places 


Tus is a story about a bride who buys a whole Summer shoe 
trousseau at a sitting, with a traveling shoe case to carry them. The 
shoe man who had a customer like this would probably die of shock. 
But we use this romantic situation to show what should constitute 
a complete Summer shoe wardrobe for 1935. And the clothes 
philosophy it sets forth can be applied to the one or two-pair sale. 

Our bride’s first problem is to get shoes for her “going-away” 
travel outfit. It’s a beige herringbone tweed coat which she will 
wear over a pastel tweed. Last year the salesman would probably 
have sold her plain brown shoes. But this year his suggestion is 
a rough beige linen trimmed in brown. 
the suitcase.) It’s a cool shoe, he points out. It looks new and 
seasonable. And in the back of his mind he is thinking: If I sell 
her this extra shoe now, she'll have to come back next Fall for 
another tailored oxford. Which is the excellent reasoning behind 
the promotion of the combination shoe. 

The next clothes to be considered are her sports outfits for the 


(First model, top row, in 




















She does. And buys it in brown to 
wear with a smart new brown jacket. 


N EXT, she tells him, I want something comfortable and inexpen- 
sive I can wear around mornings with my cotton dresses. Plaid 
peasant linen, he tells her, is the newest thing in informal sandals. 
Sold, a pair of plaid sandals! But then it occurs to her that this 
shoe won't go with some of her frillier morning dresses or any of 
her figured ones. The answer to that is a white washable calf 
sandal with a low heel. 

Coming down to the second row, she picks out two shoes for 
dinner and evening. The first (extreme right) is a shoe to go with 
what she calls her “dinner tailleur.” She will wear it often for 
hotel dining. This costume is a long-skirted navy taffeta dress with 
a little jacket trimmed with white piqué revers. And the shoe is a 
simple navy suede pump trimmed with mesh inserts. The next shoe, 
a sandal in white satin trimmed with silver, will be tinted to match 
a full-skirted chiffon evening dress, her newest evening costume. 

She is thinking about a printed afternoon dress in bright mixed 
colors when she buys the sandalized ghillie next in line. There’s 
something about patent leather, she comments that looks just right 
with the sharper colors of the new Summer prints. 

The next shoe is chosen for the outfits she wears when she comes 
to town. She has a printed faille suit like the one in the upper pho- 
tograph; also a suit with a navy redingote coat that opens down the 
front to show the printed dress underneath. The clerk suggests the 
[TURN TO PAGE 68, PLEASE ] 
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, S vcnniagne comes the popularity of 
flat heels, a call for accents of patent leather or white, the 
vogue of blue. If you were an I. Miller dealer, not only would 
you be the first to have these shoes, but you could also operate 
with smaller stocks for fast turn-over—drawing on I. Miller’s 
IN STOCK department with a selection (right now) of 49 
patterns in as many more colors and materials—all fast ‘“Cos- 


tume-Right’? shoes to match the latest in Spring Ensembles. 


LM ILLER 
auliful Shoes 


: iia 

tailleur fabrics in 
flat heels for the f# high and low heels 
youthful influence 


new patent leather 


exclusive basquette 


accented for spring If low heel welt shoes 
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I. MILLER & SONS, unc. * Wholesale Division * Lone Istann Cry 
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ORTHEASE 0h Maliomwvide Dpmand 


Rapidly gains consumer acceptance through 


prescription of leading chiropodists. One 
year advertising campaign accepted by the 
Journal of the National Association of 
Chiropodists. 





With the foot health conscious public making such 
large demands on retailers, you will agree with the 
chiropodists . . . “this new orthopedic slipper is the only 
one to properly fill the demand for comfort footwear.” 
Designed with the aid of science, Orthease is built on a basic orthopedic 
last in true half sizes and three widths. A specially constructed counter 
is extended to completely support the arch. The duo shank is steel 
supported. The anchored innersole is completely cushioned from heel to 


toe and forms a natural metatarsal pad. The orthopedic heel lends the 
slipper even more support. 


Seven years of experimentation and physical tests have 
evolved this perfected and highly saleable house shoe. 
Sustain your work with proper fitting shoes by adding 
Orthease to your line, and realize the worthwhile profit 
that comes with it. 


Made under style numbers N700 and N750, to retail at 
$2.20 and $3.00 respectively. Both slippers embody all 
the features of the orthopedic slippers and allow more 
than a liberal mark-up. 


ORTHOPEDIC DIVISION 


NEO PED HICORPORATED 
JERSEY CITY --- NEW JERSEY 





When writing advertisers please mention Boot and Shoe Recorder 
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T HEY swing down to the boardwalk together in their 


linen suits; they swim in shorts and sail in slacks. 
While they are partners in play, men and women are 
more and more partners in fashion. Women are adopt- 
ing many of the practical, comfortable features of men’s 
clothes; men are getting more style conscious, increas- 
ingly interested in color—variety—novelty. And what 
goes for clothes goes for shoes, too. 

When we started collecting the men’s and women’s 
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Fashion 
Parallels in 


shoes for these Summer sports pages we found they 
were practically twins. The same. patterns, the same 
combinations kept cropping up. So we said, let’s put 
them together, and point out this style similarity. 
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Sport Shoes 


You may remember that the Recorper, at the last 
Styles Conference, drew this parallel between man fash- 
ion and woman fashion. Here is more evidence that 
men’s shoe buyers should watch what goes on in wo- 


men’s shoes—and vice versa. And here is a suggestion 
with possibilities for a striking window display in your 
store this Summer—Men’s sports shoes and women’s 
sports shoes, side by side—partners in play. 

The most prominent “twin” features—as the photo- 
graphs show, are (1) the monk shoe, (2) “reverse” 
treatment, (3) the saddle oxford with matching colored 
sole, (4) the perforated air-conditioned oxford, (5) 
the moccasin model. 
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CAMP 
| HACKLEy- 
| MEET 















Whether they wear Boy Scout 
Suits or Play Clothes, whether 
they are going to an exclusive 
boys’ camp or to a state 
camp, one thing is certain, 
they all will need shoes, sev- 
eral pairs. Are you going to 


get your share of this business? 


YOUNG 
AMERICA 
GOES OUT-OF-DOORS 





















Granp CENTRAL, 9:00 o’clock—the day the kids 
go off to camp. Who has ever watched this scene of 
confusion without feeling a twinge in his heart for the 
places and things of the boy? Carefree, happy days— 
new shoes on his feet, joy in his heart, and a Summer 
out-of-doors ahead of him. 


Here again nature conspires with style to move mer- 
chandise. This scene of nervous excitement has had a 









prologue of wild spending for the boy. Vast stocks of 
old newspapers have been disposed of for that pair of 
sport shoes, banks have been rifled of their last cent 
to procure that genuine moccasin with the proper 
thongs in real Indian fashion. 

And what have they bought for this adventure of 
Summer? Wisely, their mothers have provided for 
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their walking and play hours with stout, well-made 
shoes, genuine moccasins or a modified moccasin last 
with rubber soles and well-ventilated for comfort on 
the vamp and tip. Obviously the uniformed lads will 
wear the official Scout shoe which is familiar to every 
shoe man. 


LITTLE boys’ feet take punishment during the Sum- 
mer. One doctor bought his son all the accepted styles in 
camp shoes over an orthopedic last which we illustrate 
with the moccasins. Because of the clever styling, none 
of his boy companions will ever suspect his shoes differ 
in any way from their own. No longer need an other- 
wise happy Summer be spoiled for the boy with un- 


usual feet. 
There is one camp on the shores of Lake George that 


is more like a fashionable hotel than a Summer camp. 
There the boys can golf or ride and do practically any- 
thing that delights the boys’ hearts. 

Tying in, a large boys’ outfitter wisely decorated his 


shoe department with the banners and photographs of 
life at this camp and promptly became the accepted 
camp style authority. Consequently he did a splendid 
business in the dressier grades of sports shoes and the 
more expensive type of camp shoes. We illustrate from 
his splendid stock, a white buck wing tip; a white buck 
and brown calf combination, and a smoked elk and 
brown calfskin combination. We also show a plain 
toe in Norwegian calf with a heavy crepe rubber sole. 

Illustrated, too, are a suggested selection of boys’ 
hose for an extra sale when they come in to buy their 
going-away shoes. 

These are the shoes that boys will wear for camp and 
sports. We illustrate as well, for wear at home, black 
calf oxford with imitation stitched wing tip and a brown 
Scotch wing tip brogue with a perforated medallion. 

Why not build your Summer promotion for chil- 
dren’s shoes on this “going-away-to-camp theme?” 
There’s a lot of interest in it for every mother’s son 
and mother and father as well. 
































The 
YOUNGER SET 


THE last day of school, to a modern child, means 
more than freedom from books and bells. It means a 
glorious release in clothes. 

Barring weddings and parties and a few other such 
dress-up occasions, play clothes are the order of a 
Summer’s day. And the new play clothes are very 
different from the drab, shapeless and strictly utilitarian 
affairs they used to be. They are bright in color, in 
attractive fabrics, making up for their brevity of cut by 
the novelty of their designs! 

“Play clothes,” says the children’s wear buyer of an 
important Fifth Avenue store, “used to be a very small 
factor in our business. Now our customers let their 
children practically live in sun suits, shorts and slacks. 
This type of business keeps us going through the warm 
weather.” 

Taking advantage of this trend, this new play spirit 
has done much to stimulate Summer business for chil- 
dren’s clothes departments. It has created a special 
seasonal Summer costume. Now, instead of letting 
down the hems of Sister’s Spring school dresses, Mother 
is tempted to buy her a seersucker outfit with a sun- 
back, or pair of gabardine shirts with a plaid halter! 


Play Shoes to the Front 


What does this Summer play spirit mean in shoes? 
It means an opportunity to promote a special Summer 
type—soft, unlined, air-conditioned. 

Year by year the perforated play oxford grows more 
important. The shoe buyer of an uptown specialty shop 
told us the other day that he had worked a long time 
to find a model especially suitable for Summer play 
togs ... an oxford that was lighter, a little more “fanci- 
ful” in design than his Spring play shoes. His choice 
was the shoe shown fourth from the top in the sketches. 

Sandals come next. The classic bare-foot in leather 
is a best seller; a few shops are daring enough to intro- 
duce it in color as well as in brown and white. 

Children’s fabric sandals have never been so attrac- 
tively styled as they are this year. Red, white and blue 
is the color scheme wisely chosen for the seersucker 
sandal illustrated—since this tri-color is the first color 
combination in play togs. 

There are a number of variations of this shoe now 
in the market for children. Saks Fifth Avenue are 





bringing out another little “peasant” oxford in their 
Summer showing. Undoubtedly it’s going to be a 
headliner for stores that have the volume to justify 
an “extra” shoe. 


"Teen-Age Shoes" for Girls 


In Summer shoes for the growing girl, grown-up 
fashions often repeat themselves. It’s a story of ghil- 
lies, moccasins and kiltie effects for sports. The brown- 
and-white, the blue-and-white combinations will have 
their place this Summer in Junior footwear, with an 
occasional red-and-white or green-and-white shoe also 
in the picture. This promises to be a tremendous season 
for sandal-flats, in white leather and linens, novelty 
fabrics and a few high-colored leathers. 

That special favorite with the growing girl, the sad- 
dle oxford, strikes a new fashion note—colored crepe 
rubber sole to match the colored leather saddle. (This 
shoe is photographed on our sports pages.) 

And the Tyrolean peasant shoe is a very important 
feature type, not only in reverse calf, but also in rough 
crash material with contrasting leather trim. It is also 
being made in less expensive models now with rubber 
soles. 

Shoes sketched left-hand panel (Left to right) —(1) 
The sandal is “air-conditoned” at an early age. (2) 
Perforations in the older child’s oxford carry out the 
stream-line effect. (3) This is the child’s version of 
the famous Tyrolean “Kitzbiihel shoe, a simplified ver- 
sion but with the characteristic extension tongue and 
colored lacings. (4) The new play oxford which Saks 
Fifth Avenue is featuring. (5) A dress pump with 
Kiltie tongue in fine-grained calf. (6) The “Salzburg 
sandal,” another Tyrolean shoe which has_ been 
adapted to growing girls’ shoes. It fastens with a thong 
and is sold with an extra colored lace. (7) An attrac- 
tive play sandal in red, white and blue seersucker de- 
sign, the favorite color combination in 1935 play 
clothes. (8) Open-toe sandals in elk or linen are occa- 
sionally shown for the beach, though the closed rubber 
sandal leads in sales for waders and toe-stubbers! (9) 
Ghillie with moccasin effect in a combination shoe for 
girls. (10) A graceful new white kid sandal for dress- 
up occasions. 


In the panel at right:— 
Brother and small brother are wearing their play 
togs, but sister is ready for a party in organdy 
and white sandals. 
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OUTLOOK 


After NRA What? 


W£AT'S to become of NRA? Is it to be used in 
congressional baseball practice, leading up to the ninth- 
inning play and passing in June? When will business 
get its innings? For at the moment the game is all one- 
sided. 

There is some merit in NRA. Certainly no one wants 
to see it thrown away completely. There is much of 
merit in the minimum wage, maximum hour and child 
labor provisions. If the guerrilla warfare of politics 
eliminates the entire NRA, including these provisions, 
then something must be put in its place. And it’s better 
than an even bet that the Black Thirty-Hour bill will 
be brought in as a substitute player. 

Retailing as a function of service to the public would 
be paralyzed by any thirty-hour law rushed through 
Congress in the last moment in an effort to plug the 
dam of ruthless competition, which would certainly 
sweep the country if the NRA was “struck out.” Sea- 
sonal manufacture, such as we have in the shoe indus- 
try, would also be penalized by a thirty-hour week 
made mandatory by June 16, when the present NRA 
ceases, for it would catch the shoe industry just before 
the Fall rush of orders, making it impossible for next 
season’s goods to be made in time for public use. 

Whatever the errors of NRA in other fields, and there 
are many, there is no national criticism of the necessity 
for minimum wages, maximum hours and child labor 
provisions. But the trade practice clauses in so many 
cases are nothing more than amateur golden rules and 
two years of batting practice have indicated in so many 
industries the futility of team play under amateur code 
umpire rulings. Foul play on trade practice provisions 
results from lack of trade policing. 

Business at large has not shown the leadership ex- 
pected under the codes. Cunning and selfishness have 
played too large a part. After two years one would 
almost believe that major groups of business men 
would be able to plan some business laws suitable for 
real progress, following the expiration of NRA in June. 

But business has gone its characteristic way, putting 
off until tomorrow the decisions which should be made 
today. No common voice of business will be heard 
except in opposition to the NRA or its substitute. 

Business never goes to Washington with a plan, but 
waits until Washington proposes something and then 


BY 


yr en 


proceeds to telegraph, to lobby and to protest—always 
in opposition, never in endorsement—one telegram of 
praise to thousands of kicks. How can legislation be 
made with such methods? Business never goes to 
Washington with a plan in hand. It is for that reason 
that politicians make the laws of business. 

Far better for business, right at this moment, to call 
the roll of its leading minds, to determine the simplest 
code structure that might have a common acceptance 
in all industry. We would almost recommend a change 
of name from NRA—National Recovery Administra- 
tion—to BRA—Business Recovery Administration. Let 
business propose something acceptable as a law which 
can, in a way, be a continuation of the NRA after June. 
What better proposal can be submitted than the basic 
minimum wage, maximum hours and child labor laws? 

Because lawmaking is a political game, it might be 
well to go to Congress with a proposal to better the 
minimum wage scale in exchange for immunity of the 
hour provisions and to guarantee a rigid enforcement 
of child labor provision. The net results would be all 
to industry’s benefit. 

We are obviously heading into some form of infla- 
tion. We have pushed up the cost of living to such a 
point that the minimum as set two years ago is bare 
subsistence today. If all industry collectively lifts its 
minimum up even as much as one dollar, the results 
wouldn’t be perilous to business because purchasing 
power would be that much improved. 

Whatever is done, the important thing is to do it now. 
To have retail stores return to the unlimited hour sched- 
ules of the past and the starvation wage would be a 
step in the wrong direction. June is relatively a few 
weeks away and a decision must be made or else. . . 
And we certainly don’t want the Black thirty-hour bill 
or a presidential emergency order, putting business 
into a straitjacket because of lack of planning by busi- 
ness itself. 
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IMPORTANT R 


Even during trying times, leading dealers have 
found it easy to sell Tru-Poise shoes. Their distinc- 
tive styling, unsurpassed fitting qualities, patented 
exclusive construction — in reality a turn made 


right side out, with all of the good points and none 


of the others — plus the famous Selby “cradle heel | 


seat’ make Tru-Poise decidedly better buys for 
your customers and certain best sellers for you. 

Tru-Poise shoes, retailing at $8.50, are sure profit 
makers — with a mark-up of better than 44%. A 
card or letter will bring a salesman with complete 
information and the beautiful new line for spring 


and summer if your city is still open. Write today! 


RS St 





A SELBY SHOE 


THE SELBY SHOE COMPANY + PORTSMOUTH, OHIO 
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“SOLD” ON 


A YEAR AGO WE SAID: 


“These smart retailers 


' began featuring Tru- 


Poise during the past 
eighteen months...” 


TODAY WE CAN SAY: 


“These smart retailers 
are still featuring Tru- 
Poise with unusually 
gratifying results...” 


Wm. H. Block Co. 
Indianapolis, Ind. 


Park Brannock Co. 
Syracuse, N. Y. 


Burdine’s 
Miami, Florida 


Crawford Shoe Co. 
Dayton, Ohio 
R.H.Fyfe & Company 
Detroit, Michigan 


Gude’s, Inc. 
Los Angeles, Calif. 


Wm. Hahn & Co. 
Washington, D.C. 


C. F. Hovey Co. 


Boston, Mass. 


Mabley & Carew 
Cincinnati, Ohio 


Sommer & Kaufmann 
San Francisco, Calif. 


Stix, Baer & Fuller Co. 


St. Louis, Mo. 


Strawbridge & 
Clothier Co. 
Philadelphia, Pa. 


C. A. Verner Co. 
Pittsburgh, Pa. 


Volk Brothers 
Dallas, Texas 


¥ 


Makers of STYL-EEZ, TRU-POISE and SLENDERIZED ARCH PRESERVER SHOES He 





When writing advertisers please mention Boot and Shoe Recorder 
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This is the biggest kid-shoe season in many a long 
year. So follow the profitable example of some of the 
country’s leading merchandisers by planning attractive 
window displays of smart kid footwear throughout 
March, April and May. 











When writing advertisers please mention Boot and Shoe Recorder 
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TANNMERS 


NEW YORK CITY 
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SPRING SHOE 


New Footwear Is Featured in Clever 
Layouts, with Attractive Illustrations and 


Smart Copy, to Emphasize the Style 
Appeal of the Shoes Themselves 


S PRING selling is well under way, and Spring adver- 
tising tells a fascinating story of new styles in shoes. 
The Spring styles are now being featured in newspaper 
ads in all sections of the country, and the volume of 
such advertising will show a steady increase between 
now and Easter. A late Easter means an unusually 
heavy volume of shoe sales at retail between now 
and April 21, the date of the great Spring festival. 
When Easter falls this late in the season, weather can 
be expected to favor the wearing of new Spring cos- 
tumes and that means that shoe advertising will have 
fashion as its keynote. 

In selling style to the consumer through newspaper 
advertising, it is quite essential not only to feature 
styleful merchandise but also to have the ads them- 



























ADS 


STRESS STYLE 


selves reflect style in layout, typography and _illus- 
tration. Some of the early Spring ads, mainly from 
the South and Southwest, as reproduced on these pages, 
show a conscious recognition on the part of shoe men 
of the need to make good advertising good looking 
through attractive layouts and effective illustrations. 
Newspapers today are showing better results than 
formerly in the reproduction of half tone illustrations 
of shoes, and while these and the Ben Day backgrounds 
so much in vogue call for more expensive plates, the 
results, when the job is properly handled in the en- 
graving shop and newspaper plant, are well worth 
while. 

These ads from the South, where Spring makes its 
appearance early, also reveal some interesting and 
significant facts as to the styles and materials that 
[TURN TO PAGE 52, PLEASE] 
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Sbicca Method 
Style 3243—White Kid........ $5.25 
Petite Last, 90/8 Covered 


Franco-China Heel 
AAAA 6-9 AA 5-9 
AAA 5%-9 A4%-9 
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fidence, for they are 
splendid fitting shoes as 
well as correct in every 
detail of style and, of 
course, are made up to 
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e Style 4473— White Kid Write for new folder Sbicca Method 
Fa $4.25 . Style 3177— White Genuine Buck with 
; Copley Last, 17/8 Cover- featuring 97 In-Stock Havana Brown Kid Trim........ $5.95 
§ ed Boulevard Heel Styles. Petite Last, 20/8 Covered 
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Super Flex Process 
WN Style 4342—White Kid 
i $4.25 
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AAAA 6-9 re 44-9 





AAA 5-9 4-9 McKay 
B 2%-9 Style 2018 —White Kid........ $3.65 
Carmen Last, 20/8 Covered 
e Every shoe shown here Franco-China Heel 
2 AAA 534-9 A 4%-9 
a is also available in BA 5-9 B 3i%-9 


Blue Kid and Black Kid. 


QUEEN QUALITY SHOE CoO. 


Branch of International Shoe Co. 


ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 


























Emphasizing comfort, perfect fit and durability as much as they do, it is natural that Daniel 
Green should be most exacting about the quality, character and dependability of leathers that 
are featured in their shoes. Their slogan is “Nothing but the best goes into a DANIEL 
GREEN”. We are pleased, therefore, that the Daniel Green Co. are such consistent and ex- 
tensive users of Evans Kid. And we think it is significant that so many manufacturers who 
apply the highest quality standards show a preference for this mellow, durable kidskin — 


tannage of John R. Evans & Company, Camden, New Jersey. 
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SPRING SHOE ADS 


[CONTINUED FROM PAGE 48] 


are being featured in that section of the country and 
that may have a definite bearing on styles up North 
a little later on. In Florida, of course, white is being 
featured in a big way. Dallas is responding to the 
nation-wide promotion of blue, while at the same time 
evidencing a decided interest in patent leather. This 
latter style note may prove quite significant. 


It is important to take cognizance of the fact that 
this 1935 interest in patent leather is not confined to 
black patent merely, but includes brown and navy for 
use right now and more vivid colors to be worn a 
little later. Also that patent leather shoes are being 
featured in conjunction with bags and accessories of 
the same material. In this connection a recent ad by 
Neiman-Marcus, Dallas, said: 

“Walk into Spring in patent leather—in colored 
patent if you like—brown and navy at the moment— 
vivid colors for wear a bit later. Neiman-Marcus 
presents this most refreshing shoe news today in beauti- 
ful I. Miller models: Sandal-tie in black, $11.75; 
lattice oxford in black, $12.75; bow pump in navy, 
brown or black, $12.75.” 

And Volk, in an advertisement featuring patent 
leather, says “Patent leather lends a Spring fillip to 
the not-so-new costume. Its shining smartness adds 
glamour to black, to prints, to pale colors, and 
especially to gray. From new Volk arrivals we present 
two important shoes and bags.” Both shoes and bags 
are illustrated in the ad, the former being sandal types, 
one of which is a T-strap model carrying perforated 
decoration; the other a broad one-strap pattern with 
white piping. 

Another Dallas store, Dreyfuss & Son, announces 
its Spring style showing as follows: “From our great 
new collection of dominant shoe styles, our Mezzanine 
Shoe Salon is presenting an irresistible selection of 
Spring’s smart shoes. The junior heel pump, sketched, 
comes in black kid with gray asterlac trim. The 
oxford is available in navy, black and brown kid, with 
chic stitchings.” 

Shoe advertisements which tie in closely with the 
ensemble idea are a prominent feature in the pre- 
Spring publicity of the R. H. Stearns Company of 
Boston. They are distinctly educational. Two ex- 
amples, shown above, each suggest a specific shoe for 
a specific costume. “If you’re going to wear a cape 
coat,” says one, “a bonnet hat, a Grecian streamline 
costume, then of course you'll wear the Georgian opera 
pump with 19th century flat heels.” 

A reverse calf perforated oxford pictured in another 
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advertisement was described as “the classic footnote 
for your Spring tweeds and ‘knitteds’.” The latter shoe 
has brass eyelets, built-up leather heels and comes in 
“brown to wear now” and in “brown and white to take 
South with you.” 

Washington Shoe merchants did a splendid job of 
Spring style promotion in a special 8-page section of 
the Washington Herald, Monday, March 4. New styles 
in shoes and costumes were illustrated and described 
in feature articles, and the leading shoe stores of the 
nation’s capital carried advertisements of their most 
attractive offerings. Among the features of interest 
was a chart showing selected styles of men’s shoes 
recommended for wear on various occasions. 

Spring shoe ads by New York stores play up a wide 
variety of new materials and patterns and are replac- 
ing the succession of sale offerings that have focused 
attention so largely on the price angle this past six 
weeks. From now on, style will be more and more 
the keynote as the season advances. Best & Co. have 
been running a noteworthy series of juvenile shoe ads 
featuring their Best-Flex and other lines of boys’ and 
One striking ad in the series said: “9 


girls’ shoes. 
[TURN TO PAGE 62, PLEASE] 
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THE PROOF OF THE 
SHOE IS IN THE 
WEARING.... 
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WALE ON AIR IN AIR-O-PEDICS 
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‘Tintog .- precision . . team- 
work. A gun crew wouldn’t 
stand a ghost of a chance 
of hitting a target without 
Planned Action. If your tar- 
get in 1935 is increased sales 
and profits read, on the page 
opposite, how Planned Action 
is helping an outstandingly 
successful shoe retailer score 
a bull’s eye. 


When writing advertisers please mention Boot and Shoe Recorder 
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IS A POWERFUL ALLY IN 
THE BATTLE FOR SALES 


Writes Mr. Charles E. Hodgson Who 
Operates Under the BROWN PLAN 
in Berkeley, California 





Berkeley—a pleas- 
ant city in which 
to have a success- 
ful store! 


Wars aren’t won by out-guessing the enemy. They’re 
won by out-maneuvering the enemy. 
















Guess work in business is oftentimes as fatal as guess 
work in war. The retailer who substitutes headwork for 
guess work, whenever possible, is favored to win by the 
law of averages. 


As Mr. Hodgson puts it in his letter: 





“Our operation under the Brown Plan 
has enabled us to have a closer check on 
operations at all times than we believed 
possible. It has eliminated guess work 
to a great degree. 











“Our connection with you has enabled 
us to know rather than guess how we 








3 should buy, advertise and sell. 

3 

Hi “The helps which you have passed on to 
5 us have enabled us to concentrate on 
our major problems without bothering 


about details because you have given us “Planned Action” at work in the windows 
proven plans of action all worked out.” 


® 
Brown Plan operators, as a class, are the most successful g 
' ‘ sth . ) N) 
shoe retailers in America. What Planned Action has we Bene Se QS, 


done for them and can do for you will be explained by the Manufacturers of the Concentration Line — 


including Buster Brown Shoes for boys and 


Brown Shoe representative when he calls. girls. The Revolutionary New Line of Air-Step 


Shoes for women 
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National Shoe 


JOHN J. HOLDEN, Manager 








THE seasonal Styles Conference of the National Shoe Re- 
tailers Association combined with the Opening Showing of 
Fall and Winter leathers by the Tanners’ Council of America, 
will take place on April 29th and 30th, at the Waldorf- 
Astoria Hotel in New York City. 

The purpose of this meeting of tanners, merchants, manu- 
facturers, stylists and othe trade factors is to discuss trends 
in footwear fashion and to study the new fall leathers on 
display. 

The Styles Conference as conducted by the N.S.R.A. is 
the retailer association’s contribution to progress of the trade. 
It is a Style Clinic on an all-industy base that discusses 
matters of nation-wide importance. 

The findings of the meeting go a long way toward eliminat- 
ing waste and are the tie-up and the coordination of color, 
material, last and pattern for the making of the finished shoe, 
that starts off all branches of the industry, each season, on 
a sound working base with a definite goal in mind. 

The Conferences in the past have done an excellent job in 
prognosticating styles. They have eliminated much waste by 
plotting a path for retailer and manufacturer in the coming 
season. 

Leaders from all branches of the trade take advantage of 
the opportunity the Conference affords and each year the 
show is growing in popularity, as is apparent by the ever 
increasing attendance. 

The largest trade audiences of the year attend the semi- 
annual color conferences for discussing and outlining the 
program for shoe styles for the coming season. The basic 
fashion information offered at these meetings is a contribu- 
tion of the N.S.R.A. to the shoe industry, is one of the many 
services that this Association offers, to distributer and pro- 
ducer alike. 

Findings of the Conference are of value not only to the 
shoe industry, but also to the hosiey and apparel industries. 
These conferences make it easier for the harmonizing of color 


4 


a we 





in the ensemble. Already the Styles Committees—men’s, 
women’s and juvenile—are forming their opinions by daily 
observation of needs and desires of the customers. So that 
when the various members of the committees join with the 
representatives of all other branches of the industry at the 
Conference on April 29th and 30th they will lay down the 
underlying course in shoe styles and color for the coming 


season. 

It is therefore an all-trade laboratory working six to nine 
months ahead of sales at the retail fitting school. These con- 
ferences have been held for the past eighteen years and each 


Shoemen to Chart Fashion Forecast at Shoe Style Conference 






year demonstrates the usefulness of this work by shoe men 
cooperating under the leadership of the N.S.R.A. 

There isn’t a shoe store in America that isn’t benefited in 
one way or another by the work of the various style clinics 
at the Conference. 

The N.S.R.A. extends an invitation to every shoe man in 
the country to come to the Waldorf-Astoria on April 29th and 
30th. 

This is an invitation not only to attend, but to participate 
and to contribute your bit of experience to the formation 
of the fashion forecast for the Fall and Winter of 1935-6. 

Come to the N.S.R.A. Conference for a background in 
style experience that will pay you well next Fall and Winter. 
To carry out the preliminary work and to direct the various 
meetings of the conference, we have appointed the following 


retailers: 
Women's Styles Committee 


Thos. F. Callahan, Chairman Milton G. Harper, 

B. Altman & Co., vice-Chairman 
New York, N. Y. c/o Harper Shoe Co. 

Paul Siegel Philadelphia, Pa. 

c/o O’Connor & Goldberg Ww. J. Kaufman 

Chicago, Ill. c/o Sommer & Kaufman 

F Aster Clack San Francisco, Cal. 








c/o Chas. A. Stevens & Sons 
Chicago, Illinois 

Paul C. Crawford 

c/o Crawford Shoe Co. 
Lima, Ohio 

Ben Cohen 

c/o Kaufmann’s 
Pittsburgh, Pa. 

Joseph Michaels 

c/o Saks-34th Street 
New York, N. Y. 
James Smith 

c/o Loesers’ 


Brooklyn, New York 


R. D. Chastain 

c/o Imperial Shoe Store 
Beaumont, Texas 
Maurice Miller 

c/o I. Miller & Sons 
New York, N. Y. 

Amos Reeder 

c/o Maurice Wyman 
Baltimore, Maryland 
Chas. R. Thompson F 
c/o Oppenheim, Collins & Co. 
New York, Es 

Harold R. Williams 
Bergdorf-Goodman 
New York 


Men's Styles Committee 


Harry Silver 

c/o O'Connor & Goldberg 
Chicago, Ill. 

W. B. Huette, Jr. 

c/o W. B. Huette Shoe Co. 
St. Louis, Mo. 

Howard E. Nay 

c/o Nay Shoe Co. 
Wheeling, W. Va. 

Morris Weingarten 

c/o London = Shoes 
New York, N. Y. 


Elmer C. Diemer 
Parker & Diemer 
New York, N. Y. 
Ralph P. Levy 

c/o M. Porkorny & Sons 
New Orleans, La. 
A. E. Taylor 

c/o Hassel’s, Inc. 
Chicago, Tl. 

A. B. Young 

c/o Young Shoe Co. 
Los Angeles, Calif. 


Herbert G. Hanan 


Hanan & 


Brooklyn, New York 
Juvenile Styles Committee 


Maurice J. Yoskin, chairman 
c/o Geuting’s 

Philadelphia, Pa. 

Schuyler G. Harrison, 


vice-Chairman 


Harrison Bros. 
E. Orange, N. J. 
John Downey 
c/o Hutzler Bros. 
Baltimore, Md. 
J. Veax 


Michael P. Morrissey 
Franklin Simon & Co. 
New York, N. Y. 


Clyde K. Taylor 
c/o Stuart J. Rockham Co. 
Detroit, Michigan 


Miss I. Bosch 
c/o Best & Company 
New York, N. Y. 


c/o Wm. Hahn & Co. 
Washington, D. C. 
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Retailers Association 


"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in Its Entirety" 





Prepare for Foot Health Crusade 


RETAILERS throughout the country are cooperating to publicize and drama- 
tize National Foot Health Week which will be held April 22 to 27. p 

This national week which stimulates sales in the retail shoe stores, is an 
annual event of considerable importance to every retailer in every town in 
America. 

The success of National Foot Health Week depends upon the enthusiastic 
work of every retailer and every retail association. 

If this week is to be as successful as it has been in the past, we must start 
now to promote, plan and advertise in preparation for an active week of shoe 
business. 

If you want more complete plans for this promotion, read the trade press. 

The N.S.R.A. recommends this plan to stimulate business and believes that 
with the cooperation of all city, state and regional associations, the shoe 
retailer in every community will have an opportunity to profit. 

The enthusiasm obtained from a nationwide campaign toward better sales, 
better fitting, is bound to effect every locality. It is therefore up to each 
member of your Association to do his share to display his banners, to arrange 
= pounnes, to affect and benefit the impetus of the National Foot Health 

eek. 

Consider the N.S.R.A. as a ready source for information. 


Join N.S.R.A. Now! 


The year 1934 was one of great accomplishments for the NATIONAL 
SHOE RETAILERS ASSOCIATION. 

We were the primary instrument in preventing free distribution of shoes made of 
drought hides. 

Our Style Conferences and Convention were high-lights in pur career of a quarter 
century. 

Our Fashion Forecasts and weekly Recorver bulletin served our retail members. 

We contested harmful, legal, governmental, legislative action in the several States 

. and even now are contesting the “BLACK 30-HOUR BILL” before the Judiciary 
Committee of the Senate and the Chiropody-Podiatry Bill now before the legislatures of 
three States (allowing only podiatrists to fit “health” shoes). 

We “dated” the Fall Season of 1934 to stimulate the sale of shoes, and are now 
planning a National Shoe Week to celebrate our 25th Anniversary, and to attract the 
attention of the public to the need of better footwear. 

THE YEAR 1935 IS ONE OF GREAT EXPECTATIONS FOR THE AS- 
SOCIATION AND ITS MEMBERS. 

The accomplishments of the past reflect the need of our guiding hand for 
the future. Shoe retailers must have a national voice if they are to be heard 
at code and labor hearings. Association membership has many meanings . . . 
but to you it is always an aiding hand in any program influencing the retail 


shoe man. 
JOIN US IN THE COMING YEAR OF GOOD EXPECTATIONS! Send 


your 1935 membership dues to headquarters immediately. 


JOHN J. HOLDEN, Manager. 





Producer: Listen to a Merchant's 
Message! 


The National Shoe Retailers Associa- 
tion has for a quarter of a century served 
as the greatest promotive force in the 
shoe industry. It conducts conferences, 
conventions, campaigns, and contests leg- 
islation harmful to the industry. It has 
power in_ publicity, promotion, and 
strength in stimulating retailer action. 

“This work has progressively proceeded 
since its first formation in 1912. Today 
its activities are more important than 
when it was first organized, for the sim- 
ple reason that the public is our final 
boss, and the distribution, the contact 
with the public is the great problem of 
the industry today. 

“Last year, with the assistance of 16 
affiliated retail associations, it prevented 
the dumping of the drought hides on a 
depressed market. This year we are vig- 
orously protesting the Black Thirty-Hour 
Bill. Representing the consumer directly 
our protests are of great value in pre- 
venting the passing of burdensome legis- 
lation. 

“In order to bring about a harmonized 
industry, and to destroy friction between 
the various associations of our industry, 
we have decided upon a new plan, which 
we feel quite certain will be fruitful. We 
have opened our Association to an Asso- 
ciate Membership Roll so that we may 
get the tanners and manufacturers inter- 
ested in a closer contact with the con- 
sumer. This provision is welcomed by 
many members of the industry because of 
the harmonizing influence it will have. 

—A. H. GEUTING, 
Chairman Code Committee. 


F. D. R. Prods "Monopolies" 


A significant paragraph from President 
Roosevelt’s message to Congress asking 
extension of the National Recovery Act. 

“The fundamental principles of the 
anti-trust laws should be more adequately 
applied. Monopolies and private-price fix- 
ing within industries must not be allowed 
or condoned. ‘No monopoly should be pri- 
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3022 EMPIRE STATE BUILDING 
NEW YORK CITY 


Firm Name 
Voting Member 
Street Address 


other cities. 








APPLICATION FOR MEMBERSHIP FOR 1935 
NATIONAL SHOE RETAILERS ASSOCIATION 


Enter my/our membership in the NATIONAL SHOE RETAILERS ASSOCIATION. 


Dues, payable in advance, $5.00 annually, plus $2.00 for each additional store operated in the same or 
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One sale a year, and this one 
the latter part of January, save for 
a little clean-up on white shoes just 
before Labor Day, is all that is 
needed to keep the stock clean in 
the W. B. McClurkan & Co. shoe 
department in Wichita Falls, Tex. 
So I learned during a talk with 
W. C. Jones, the shoe buyer. He 
does not find any need of sales, for 
he can keep his stock clean through 
watching it closely and by the ju- 
dicious use of P.M.’s It makes no 
difference to this department store 
how many other sales are running 
in town. Customers understand this, 
and even when other stores are 
shouting sales, trade in this store 
continues along its even lines. 

In speaking of selling and sales- 
manship, Mr. Jones remarked that 
they have a very small help turn- 
over in their shoe department. His 
policy is to hire a good man and 
then let him alone. There is no 
forced selling here at all. As Mr. 
Jones expressed it, “The best way 
to sell is to put yourself in the po- 
sition of the customers and help 
them buy, not try to sell them any- 
thing. Customers will buy a lot 
more under those conditions. This 
method of selling cuts down com- 
plaints and returns to such a small 
percentage that it is almost impos- 
sible to chart them. When shoes 
are sold under pressure, if anything 
goes wrong customers come back 
and put pressure on those who sold 
them.” 


OP) 


Here is an idea for hard-pressed 
advertising copy writers. A. C. 
Ludlam, whose shoe store is in 
Wichita Falls, Tex., pays the boys 
and girls on the floor one dollar for 
the best advertising copy they write. 
He believes that the best copy comes 
from those who sell shoes on the 
floor every day of their lives. A 








By HARRY R. TERHUNE 


Field Editor, BOOT AND SHOE RECORDER 


surprising lot of good human inter- 
est copy is developed in this way. 


OP: 


S. AUERBACH of Auerbach’s 
Walk-Over Shop in Camden, N. J., 
tells doctors: 

“Some people, perhaps a larger 
percentage than we suspect, go to 








We Don’t Treat 
Foot Ills 


But We Do Fit Feet 
Accurately 


Our more than 20 years of spe- 
cialization in correct fitting is your 
assurance of getting the utmost 
comfort in shoes from Auerbach’s. 

If you have any form of foot 
trouble, however, see your chirop- 
odist or foot specialist now. 

We feature WALK-OVER shoes 
for men and women, and 
EDWARDS (Shure-Foot) shoes for 
children. 


AUERBACH’S 


THE WALK-OVER SHOP 


217 Broadway, Camden 
OPEN BVENINGS 





a pharmacist for medical advice in- 
stead of a medical doctor. And 
because of the same lack of under- 
standing, people come into the shoe 
store seeking the advice of the shoe 
merchant about foot ills. 

“We have had some of these peo- 
ple come into our store suffering 
from various forms of foot trouble, 
and we always recommend that they 
visit a chiropodist or doctor.” 


OPI 


“u 

Ir is interesting to note how 
school teachers and office girls cut 
down on their shoe buying once 
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they get married,” remarked T. W. 
Crawford, Spurlock & Crawford, 
Fort Worth. “When these girls are 
working they will buy from four to 
five pairs a year, then when they 
get married they gradually drop 
down to about two pairs a year. 
We are endeavoring to overcome 
this condition by selling them shoes 
which have good accepted correc- 
tive features, together with plenty 
of style. Even though people still 
have fit uppermost in their minds, 
we have brought many customers to 
us in mid-season through talking 
about style. 

“All women are shopping more 
than formerly except those who are 
sold on shoes having features. In 
the South women are walking more 
and are being educated to the ad- 
vantages of wearing good walking 
shoes, types which a few years ago 
they would have been ashamed to 
have worn on the street. It is pos- 
sible now to sell women on the idea 
of buying good shoes to live in.” 


OPI 


GLEN JONES, who manages the 
Florsheim Shoe Store in Fort 
Worth, has been curious the last six 
months to find out what percentage 
of his new trade buying his $8.75 
shoes is coming to him from a gen- 
eral grading-up process. Accord- 
ing to records kept, some 30 per 
cent of these new customers were 
wearing shoes which cost $5 and 
less, with the majority in the $3 
retail grade. 

He says that every day customers 
say, in effect, “I have bought your 
shoes, stayed away and am now 
back.” A significant sign, to him, 
showing the upward trend in busi- 
ness is the fact that a great many 
colored men are returning to the 
“Pay On” system of buying shoes, 
that is, paying so much down each 
week until the shoes are theirs. 









BOOT AND SHOE RECORDER, March 

















Berté, outstanding shoe designer, 
presents a Colonial step-in of Amal- 
gamated blue kid No. 159. The col- 
lar and high tongue introduce blue 
lizard in the Regency manner. 








AMALGAMATED BLUE, No. 159 


is shown in the shoe above 


The new vogue for feminine fashions is reflected in footwear. 
To fit into this mode, shoes are daintily tailored, yet with some 
little decorative touch to distinguish it from the heavy type 
of shoe. 

Dress materials are soft, with taffeta and sheers coming in 
strong for summer. The logical shoe to wear with clothes of 
this type is a Kid shoe, which is resilient on the foot and has a 
tendency to make the foot look smaller. 


AMALGAMATED LEATHER COMPANIES, INC. 
84 Gold Street, New York Wilmington, Del. 





BA mmalgamatec 
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REFUSING to sell customers who 
will not allow the store to fit them 
properly is common practice in 
many stores. E. L. King, who man- 
ages the men’s shoe department in 
the Cox Department Store, Fort 
Worth, goes one step farther. King 
takes the name and address of the 
person and later contacts him. 

The thought behind this is that 
this man will eventually buy the 
size he demands in some other store. 
King knows that the shoe will not 
be comfortable, so in making his 
presentation as to why this man 
should return to the Cox store, the 
comfort angle is stressed very 
heavily. Most of these men turn out 
to be profitable customers and very 
easy to sell on subsequent occa- 
sions. 


OF! 


IT is the intention of John F. Wil- 
lis, shoe buyer for the W. F. Green 
Co., Dallas, to meet all reasonable 
demands in merchandise and price 
that his trade may need. His con- 
tention is that the real profit of a 
department is governed by the num- 
ber of missed sales, because every 
sale missed may make a regular cus- 
tomer for some other store. Once 
a year for one month, every cus- 
tomer who asks for something which 
is not stocked is turned over. A 
statement from each man handling 
the transaction is checked, with the 
result that the trade says, “I can 
get what I want at Green’s.” 

Even though the store has stock 
sheets, Willis likes to pool through 
the stock to get the right slant on 
why shoes are or are not moving. 
He finds that he can get more real 
dope on how the stock is acting and 
moving by getting into it and ac- 
tually selling shoes. 

This shoe man feels that the av- 
erage department store buyer does 
not sell his clerks on the merchan- 
dise in the store. As a rule, these 
clerks are sold on the shoes in some 
other store and always want what 
some other store shows or adver- 
itises. 


ori 


It pays to stand in well with the 
police department. Take the case 
of Glen Dutcher, who has a shoe 
store in Lawton, Okla. The City 
Council passed an ordinance re- 
stricting parking in the downtown 





4 


section of town. Dutcher went to 
his friend, the chief of police, with 
the proposition that out-of-town vis- 
itors be allowed to have unrestrict- 
ed parking privilege. In order to 
identify these cars, Dutcher got the 
monopoly of furnishing small cards 
to be fastened on the windshields. 
All other merchants who wanted to 
get these cards had to send their 
customers to the Dutcher Brown- 
bilt Shoe Store. And, of course, 


VISITORS CARD 
COMPLIMENTS OF 


DUTCHER'S SHOE STORE, Lawton, Okla. 
This card is only good in Lawton on Out-of-Town 





cars. 
Please place this card in Windshield of car while 
shopping. 











NAME 

Town. State____.-------------- 
Tag No.-.--.--.--- pecaceqpongen 

ous pa Dt Mri Je 











Glen Dutcher had to take the names 
and addresses of all who applied in 
order to turn this information over 
to the police. 

All the 300 officers in the nearby 
Fort Sill received these courtesy 
cards, as well as all the customers 
on the store’s mailing list. Many 
of the latter sent in friends for 
cards, too. 

It has been seven years since 
Dutcher first opened his store. Each 
year he has made a little money and 
added to his equity, so that he is 
now in a position to open another 
store He is not afraid of any com- 
petition, but, on the other hand, 
he will not allow anyone to say a 
word against any other store. 
Every customer of his receives a 
“thank you” note after a purchase, 
regardless of whether it be a pair 
of shoes or just a shoe lace. 


Or, 


A GOODLY amount of free ad- 
vertising comes to the shoe depart- 
ment of the W. C. Stripling Co. 
store in Fort Worth, Tex., as this 
department sponsors numerous ath- 
letic activities. Right now the bowl- 
ing team is in the lead for the cham- 
pionship in the Classic League. A 
basketball team of girls went to 
the national championship meet af- 
ter being declared the state cham- 
pions. Then a football team played 
the junior colleges with consider- 
able success. 

It does not take a great deal of 
money to finance these undertak- 
ings, says manager J. T. High, not 
much more than to shoot one good 
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advertisement in the newspapers. 
Most of the teams buy their own 
suits and equipment and the other 
expenses are relatively small, espe- 
cially when the goodwill and the 
publicity are considered. 


OP; 


InrRODUCING a shoe merchant 
who lays great stress on ascertaining 
why he loses customers, D. V. 
Swing of Bartlesville, Okla. This 
astute shoe man has a green “lost 
sale” blank printed, which, in addi- 
tion to giving the date and the num- 
ber of the salesman, also tells pre- 
cisely why the stock was at fault 
when the customer walked. This 
slip is checked at the right-hand 
side as to whether the customer was 
missed on account of one of these 
three things: Style, Size, or Price. 

Benefits coming from a study of 
these green tickets are obvious. A 
composite size sheet showing sizes 
missed during a three months’ 
period is of great value in charting 
sizes to buy for the next period. 

One significant thing is that the 
check marks against “Price” have 
dropped off 75 per cent in the past 
six months. 


OFFI 


P ARENTS want their children to 
wear well-fitted shoes, says W. J. 
Myrick, who manages the Juvenile 
Shoe Store in Fort Worth. As a re- 
sult of this, the store carries a tre- 
mendous number of narrow widths 
for the children who must be fitted 
long and narrow. Narrow widths 
in this store run all out of regular 
selling proportions, for Myrick be- 
lieves that the little fellows who 
need the A widths in the 814 to 11 
run should have them. 

This is one man who really likes 
to sell children’s shoes. He re- 
marked: “If I had plenty of money 
and didn’t have to work, I would 
have a shoe store like this, just so 
that I could meet children.” 


ro} aa | 


F ITTING is considered the main 
job of the boys on the floor in the 
shoe store of Stern & Levy in Tulsa, 
Okla. Mr. Stern tells me that he 
never asks a man why a sale was 
missed, but he will severely censure 
a man who sells a pair of shoes that 
are not fitted correctly. 
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DEPARTMENT STORES FEAMR 


GREATEST STYLE LINE... ad 


Se a ad 4 . 





Retail $1.95 

Eh 

seas —and 436 Department Stores can't 
be wrong! These buyers have selected 
Dainty Maid shoes for Spring and 
Summer 1935 because they are styled 
right, made right and can be sold at 
prices which allow a liberal mark-up to 
the merchant. 


There are shoes by Dainty Maid for 
every Summer playtime occasion, and 
the two shoes illustrated on this page 
are representative of this record- 
breaking, fast selling line. 








Don't miss the best bet of the season. 
See the.Dainty Maid Line today and 
make the next few months the biggest 
ever. 





When writing advertisers please mention Boot and Shoe Recorder 
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“Know What You Sell” Watchword for Salespeople 
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The Fair Store, Chicago, in keeping 
with its ideas of modern merchandis- 
ing, recently held the dinner meeting 
pictured above for the purpose of 
adopting an educational program for 
their employees engaged in shoe fitting. 
The slogan “Know What You Sell,” 
has become a watchword with these 
shoe salespeople. 

The program at this meeting includ- 
ed educational talks on the principles 
of construction, these were made by 
representatives whose lines will be fea- 


tured by the Fair Stores this Spring. 
The meeting was presided over by S. 
Katz, the shoe buyer, and the principle 
addresses were made by Mr. Espowich, 
vice-president of the Fair Stores, and 
by T. F. James and A. G. White, vice- 
president and advertising manager, re- 
spectively, of Brown Shoe Company. 
Discussions included the construc- 
tion and fitting features of the Buster 
Brown and Tread Straight lines, as 
well as the much talked of Air Step 
constructed shoe, which is manufac- 


tured by the Brown Shoe Company. 
The employees, themselves, were great- 
ly enthused and felt that this meeting 
equipped them to do a better job of in- 
telligent selling from the fitting stool. 

At the head table, left to right: P. 
J. Watson, assistant advertising man- 
ager; A. G. White, T. F. James, Sol 
Katz, J. Espowich, merchandise man- 
ager, Ed. Panhau, Chicago represen- 
tative of Brown Shoe Company; M. M. 
Murphy, advertising manager; Anita 
Luick, shoe advertising. 





John Kambach, Sr. 


DAVENPORT, Iowa—John Kambach, 
Sr., father of John Kambach, Jr., head 
of Kambach & Kettman, Davenport 
wholesale leather and shoe supply 
store, died Feb. 18 at Mercy Hospital, 
following a lingering illness. 

Mr. Kambach was well known here, 
being manager of the Davenport office 
of the Toledo Scale Co. and in his later 
years a traveling salesman for the 
Kambach & Kettman Leather Co. 

Mr. Kambach was born in 1862 in 
Germany and as a young man was 
taught the trade of making hand-made 
shoes by his father, who was the shoe- 
maker for the royal family. In 1876 he 
came to America, direct to Chicago, 
where he was employed for several 
years. After leaving Chicago Mr. Kam- 
bach went to Racine, Wis., where he 
conducted a custom shoe repair shop. 
Two years later he was employed by 
the old Joe Miller Shoe Co., where he 
learned modern methods of manufac- 


turing shoes. He later was made as- 
sistant superintendent of the Racine 
Shoe Co 

When his brother Fred came to 
America, the two brothers opened a re- 
tail shoe store in Racine under the firm 
name of Kambach Brothers. Later, in 
company with Mr. Fiebrich, they formed 
the partnership of Kambach & Fieb- 
rich Shoe Co., and began manufactur- 
ing shoes, Mr. Kambach, Sr., acting as 
the road agent of the company. III 
health caused Mr. Kambach to sell out 
and move to Davenport, where he con- 
ducted a wholesale shoe and leather 
business for a number of years. 





Pumps and Blues 


Cuicaco—The pumps have it at the 
Palmer House Boot Shop. One entire 
window is given over to a unique dis- 
play of the popular Tango pumps in all 
current novelty colors, plain and with 
bows. Women are still insisting on 
buying pumps in Chicago. 


Further along State Street Carson’s 
are utilizing a full window for blue 
pumps and oxfords. This looks like 
a blue Spring, for Carson’s seldom miss 
a guess. The pumps are plain and bow. 
The oxfords mainly are of the five eye- 
let variety. 


Spring Shoe Ads 
Stress Style 


[CONTINUED FROM PAGE 52] 

out of 10 smart American girls wear 
one of these three styles to school day 
after day.” (A one strap lowheel brogue, 
a ghillie in tan elk finish leather with 
built-up leather heel and an oxford in 
the same leather were illustrated.) 
“They are good looking and will take 
lots of hard wear. They fit the ankle 
without gaping. They are narrow in 
the heel and sufficiently broad in the 
toe to allow free movement of bones 
and muscles. The arch is nicely molded 
over a last especially designed to fit 
growing girls.” 
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ACTUAL SIZE 
1437 
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1261 


1430 
PAT. No. 1896060 


Princess Tassel in a Bancroft Walker 


Foot Delight Style 


A Royalty Midget Tassel in a 
Johnson, Stephens & Shinkle Style 





PAT. No. 126060 








1436 
























ROYALTY 
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Weller 


TASSELS 
Help to Sell 
The Shoe 


Manufacturers are using more of 
these inexpensive little tassels than 
ever before — reflecting the sus- 
tained interests of hosts of retailers 
who recognize the definite influ- 
ence they exert on the value of 
the shoes they adorn. Since their 
introduction 3 years ago Weller 
tassels have amply demonstrated 
their worth as an essential form 
of shoe ornamentation—and have 
made tangible contribution to the 


salability of many types of shoes. 


E-E> WELLER 


COMPANY 


Creators of Smart Shoe Ornamentation 


PROVIDENCE R. I. 


SALES REPRESENTATIVES 


New York 
Shapiro & Rothenberg 
1441 Broadway 








Cincinnati 
The Davy Textile Co. 
Temple Bar Bidg. 


St. Louis 
The Manufacturers Supplies Co. 
716-732 North (8th St. 


Milwaukee 
Mr. Walter E. Hardtke 
1914 West Juneau Ave. 








When writing advertisers please mention Boot and Shoe Recorder 
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THE RISING FASHION: 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require 
eyelets . . . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 
they are smooth fitting and 
there is no roughness on the 





inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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COLORED POSTERS 


to Identify YOUR STORE as a FOOT HEALTH CENTER During 


National FOOT HEALTH WEEK 


Public interest in Foot Health has reached the point 
where every store that has the shoes and service to do a 
job of fitting must establish itself as a leader in the 
movement—and as a dependable source for correct 
shoes, properly fitted to keep feet fit. These colorful 
posters are a necessary part of your Foot Health Week 








| promotion. 
} SIZE: 17 x 22 INCHES 
ON HEAVY DURABLE STOCK 
COLORS: APPLE GREEN AND BLACK 


5 for $2.00 20 for $4.50 
10 for $3.00 30 for $6.00 
100 for $18.00 


We pay postage 





Use posters in your window displays—in your store—on 
bill boards. Merchants and associations planning coopera- 
tive promotions can save money through placing quantity 
orders. They will give a final, powerful tie-up in any well- 


Reproduction of Official Foot Health Week Poster planned promotion program. 


MATRICES OF SPECIAL ILLUSTRATIONS $4 50 
FOR FOOT HEALTH WEEK ADVERTISING 7 


Each set of matrices includes a reproduction of the poster in two sizes—the Foot Health 
Week banner in two sizes—and the family group in two sizes—thus giving you an opportunity 
to have a complete tie-up between ads and displays. 


] STANDARD BEARERS WILL BE PROFIT SHARERS! BE A 
ORDER NOW! LEADER IN THE GREATEST NATIONAL FOOT HEALTH PARADE 
! BOOT AND SHOE RECORDER, 239 W. 39TH STREET, NEW YORK 

We are going to take an active part in National Foot Health Week, April 22-27. Enclosed is our check 
‘ (or money order) for FOOT HEALTH WEEK POSTERS and 

sets of Matrices of the special FOOT HEALTH WEEK ILLUSTRATIONS. 


ADDRESS 


: AM ORDERS WITHOUT REMITTANCE WILL BE 
i PUSS DDRESS CLEARLY os MAILED C.0.D. PLUS POSTAGE 


When writing advertisers please mention Boot and Shoe Recorder 
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SHU-MILK 


with The GREATEST ADVERTISING FORCE | 





ever put behind a WHITE SHOE CLEANER: 


I 15 Newspapers—The American W eekly—National Magazines 


This tremendous force—31 MILLION CIRCULATION—will bring 
MORE and PROFITABLE SHU-MILK SALES TO YOUR STORE. 
The RECOGNIZED LEADER among white shoe cleaners—HIGHEST 
QUALITY—AMERICA’S LARGEST SELLING white shoe cleaner. 
SHU-MILK gives FULL VALUE and COMPLETE SATISFACTION—Sell 
it as “BEST EVER USED or money REFUNDED” (printed on every 


package). 


NEW and BEAUTIFUL DISPLAY MATERIAL—ASK YOUR WHOLE- 
SA 


Feature SHU-MILK for PROFIT and TURNOVER. 















= One size only 
25¢ 








Sk 
MI | 
+ 
A 


| FREE GOODS OFFER (March 1- July 1) 


FREE with each doze 





"DOUBLE YOUR ‘MONEY | 





National Distributors 


= = WALTER JANVIER, INC., New York, N.Y. 


























Four P.M.—Any Friday 
In Summer 


[CONTINUED FROM PAGE 28] 


to the stream-line perforations on the 
side of its heavy wing tip. He wears 
a brogue shoe constantly, just as he 
always wears tweeds. At his club in 
town, or walking his setters in the 
country, he is “a man with a brogue.” 


With him, examining a fly rod in the 
window, stands his junior partner— 
alert in soft gray flannels of an un- 
mistakably custom cut. He is in strong 
contrast to his companion. His shoes 
are the custom wing tip brogue in a 
splendid shade of calfskin over a long, 
slim last; they display a refined dis- 
tribution of perforations. He is equal- 
ly at home in a straight tip treatment 
in black calf—always over a similar 
last. 

Busily engaged in an argument over 
the relative merits of Polo Pony and 
Running Horse, sit a father and son in 
a brokerage office high in a neighboring 
skyscraper. In an hour they will be 


off to Pimlico for the Futurity. The 
younger man is packing his brown 
Harris tweed suit and red and brown 
checked Tattersall vest, just arrived 
The elderly gentleman 


from the tailor. 


is wearing a refined paddock check in 
brown. He favors color in his acces- 
sories, and while his checked woolen tie 
may be just a trifle gay for the office, 
on the lawn at Pimlico tomorrow it will 
cause quite some comment. He is 
happy that the older men among his 
companions are taking to checks and 
the new reversed calf for their shoes. 


“Now there’s a_ thoroughbred 
leather,” says he. “All the color and 
snap of a two-year-old and the seasoned 
break of a veteran stake horse.” He 
favors the wing tip custom last illus- 
trated in a bright russet shade. 

“Speaking of thoroughbreds,” re- 
marks his young heir, “look at the 
splendid speed lines and conformation 
of this pair of monk shoes—quite the 
most masculine monk I have seen in 
some time.” 

There are thousands of others like 
these two men, perhaps not racing a 
string at Pimlico or stabling at 
Meadowbrook, but nevertheless they 
are sporting men at heart, genuine ad- 
mirers of those clothes and shoes that 
are just a little bit different, just a lit- 





tie bit sportier than the ordinary run. 
For them, the reversed calf and brown 
buck shoe has been a welcome innova- 
tion. 

Striding down the avenue, oblivious 
to the heat of the afternoon sun and 
quite comfortable, thank you, in his 
tropical worsted suit, walks a young 
physician. The tropical weaves are so 
smart this year and the tailoring in 
them is so greatly improved that even 
a professional man can be cool and 
dignified in them. The new cool-weight 
shoes are ideal for the man who must 
use his feet, no matter how high the 
mercury may go. This young doctor is 
enthusiastic over the lightweight, vege- 
table tanned calf oxfords that he is 
wearing. He bought, as well, a plain- 
toe model with a lightweight sole in 
black calf, which we illustrate above. 

“They’re all very smart,” said the 
young man in the unfinished worsteds 
of the three shoes illustrated in the 
lower left—a plain-toe Norwegian veal, 
a slightly rounded, perforated, square 
tip in light tan calf and the new full 
Continental last, with imitation stitched 
tip. “I think I’ll take them all. They 
should make a very complete wardrobe 
for a fellow like me. There seems to 
be lots of room in those toes, and I do 
so much walking.” 

Three young men were leaving a 
sidewalk cafe to join their wives, who 

[TURN TO PAGE 68, PLEASE] 
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Sa Kreider. 


eee AN “TALON 
ay at-¥-¥- 


STYLE 9562 (Growing Girls) isi F 
Flex Construction aan i 
White Nubuck Vamp and Quarter 


White Calf Tongue 
Saxon Last—Oak Bend Sole 
13/8 Heel—Leather Top Piece 











IN STOCK: AA—4/8 
$2.65 6 and ¢—3/8 




















At the left are illustrated exceptional shoes of 
the extremely popular talon-fastener type. 
These styles are fully protected against pirat- 
ing by design-patent No. 94088. Kreider cus- 
tomers have the satisfaction and advantage 
of exclusive sale and protection on these at- 


STYLE 1563 (Growing Girls) tractive numbers. 


Flex Construction 


Black Crushed Kid Vamp and The styles illustrated are typical of the orig- 


ong ae aia inal and salable styling in the Kreider line of 

13/8 Heel--Leather” Top Pi os Sport Shoes for Growing Girls and Misses. 
2 —4, 

— Band ¢ 3/8. Kreider quality and prices are notable for 


their perfect alignment with the needs of the 
retailer in the popular price field. 


A new catalog of sport styles carried in stock 
is ready, and will be mailed on request. Write 
for your copy today. 


MEA: S Warder Shoe Qo. 


ANNVILLE, PENNSYLVANIA 


STYLE 6562 (Growing Girls) 

Flex Construction 

Hubschman's 135 Calf Vamp and 
Quarter 


: Brown Crushed Kid Tongue 
‘ Saxon Last—Oak Bend Sole 
13/8 Heel—Leather Top Piece 


IN STOCK: AA and A—4/8 
$2.65 4 sn 




















| STYLE 9248 (Misses) 
IN-STOCK ee equal 
Quarter 


Net 30 Days Brown Crushed Pig Tongue 


67 Last—Oak Bend Sole 
7/8 Shaped Heel—Slab Top Piece 


92 a 124, "te pas D 
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R 1483 White Kid ............++. $2.10 
R 4583 White Linen ............ 1.85 
24 Last, 


Full Round Toe, 11/8 Mili- 
y Heel. 





AA te %e Widths 


R 1480 White Kid .............. .10 
R 4140 Eiack Faille, Satin Strip- a 
R 4142 , REE Reepeenaaaee < | 


R 4580 White Linen 
R 4584 & 2 4 y Genuine 


Clo 
R 4586 Tan Genuine Miami Cloth 1 "85 
42 Last, Medium Toe, 19%4/8 
Louis Heel. 
AAA to C Widths 


R 1481 White Kid 
R 4581 White Linen 
47 Last, Medium zee, 15/8 Cuban 


He 
AA to C Widths. 


Terms 2% 10 days, Net 30, F. O. B. Factory 
(25c Service Charge On Orders Less Than 3 Pairs) 


HANNAHSONS, 





PERFECT FITIING 
SUMMER SANDALS 


MARCEL 


ORONO 654 6:9-0 4:60-8:5-0.08 
R 4196 — Faille, Satin Strip- 


pin x 

R 4548 White Linen 1.85 

72 Last, Narrow Toe, 20/8 Louis Heel. 
AAA to C Widths 


pas eg eo” eee $2.35 
R 4549 White Linen ............ 1.85 
339 Last, Med. > hel Toe, 15/8 


Cuban 
AA to C Widths 


All Our White Fabrics Are Especially 
Treated for Dyeing 
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R1131 Genuine Silver Kid..... $3.35 
a ss "S: Se 2.35 
R 4539 White Linen ........... 1. 
24 Last, Full Round Toe, 11/8 
Military Heel. 
AA to C Widths 


R 1130 Genuine Silver Kid...... rn 


= 1482 Blue Kid ...csccccsccioe 5 

ere eh Peer 2.35 

ik Ce i ae) err 35 
R 4150 —— Faille, Sat. Strip- 
MEE BN retest tries seeeeseen 

R 4152 White Faille ........... 00 

R 4540 White Linen ............ 1.85 


8 
42 Last, Medium Toe, 1914/8 
Louis Heel. 


AAA to C Widths 


R 1489 White fe. 
R 4541 White Linen ............ 
47 Last, Meaium "Toe, 15/8 Cuban 
ee 


AA to C Widths 


Send for New, Complete Summer Bulletin 


HAVERHILL, MASSACHUSETTS 





Four P.M lial | Friday 
in Summer 


[CONTINUED FROM PAGE 66] 

were just drawing up to the curb in a 
fast-looking car. Off to the country, no 
doubt. The men were wearing loose- 
fitting sport suits the tailoring profes- 
sion calls “town-country suits.” Their 
shoes have a casual air, too. The first 
one wears the new V-throat treatment 
with perforated medallion, one-piece tip. 
The second wears a wing tip reversed 
calf combination with light calf trim- 
ming. The third wears a lightweight 
calf, with imitation stitched wing tip 
and medallion perforations—also in 
light tan calf. 

Off they go—each to his own select 
and happy week-end place. Each with 
his own idea of what constitutes a shoe 
style and each buying it. Truly a great 
stimulus to Summer selling. 


The Shoe Wardrobe 
[CONTINUED FROM PAGE 35] 


Empire oxford. Its white trimming 
makes the shoe look fresh and Sum- 
mery and ties in with white accents in 
both outfits. The next shoe is the 
opposite combination—more white than 
blue kid, this sandal that will look its 
best in the country with a white after- 
noon costume or a white and blue print. 
And the last shoe is pure extravagance. 
It’s a pale pink kid-suede tie trimmed 








with white and pale blue. She will 
wear it with a pink crepe afternoon 
ensemble. 

She comes near buying several other 
shoes, too. She wants one of the new 
navy suede swagger sandals and a 
grained leather one in bright green or 
red. She looks longingly at a chamois 
yellow step-in trimmed with brown. 
She could use a couple more evening 
slippers. But the budget has its limits 
—and she must save some money for 
a golf shoe, a tennis shoe and a couple 
of beach sandals. So we leave her to 
finish her selection from the shoes on 
the following pages. 





Henry I. Patrie 


DOLGEVILLE, N. Y.—Henry I. Patrie, 
secretary and treasurer of the Dolge- 
ville Slipper Company for many years 
and a State Senator since 1929, died 
suddenly March 3 at his home here. 
Death was attributed to angina 
pectoris. He was 61 years old. Besides 
his widow, he leaves a brother, Robert 
Gardner Patrie, a lawyer of Hudson, 
N. Y. 

Senator Patrie was a delegate to the 
Republican National Convention in 
1932 and an alternate delegate to the 
convention four years before. While in 
the Senate has had maintained business 
associations here. Besides his office 
with the Dolgeville Slipper Company, 
which he had held since 1907, he was 


vice-president and a director of the 
First National Bank of Dolgeville and 
a director of the Hubbard Heel Com- 
pany and the Ritchie Manufacturing 
Company, both of Dolgeville. 

He was born in Livingston, Columbia 
County, the son of the late John H. and 
Marietta Gardner Patrie. After at- 
tending the Albany Business College he 
went to Dolgeville and became manager 
of the Dolgeville Electric Light and 
Power Company, also serving as a re- 
ceiver for several Dolgeville concerns. 
He joined the Dolgeville Slipper Com- 
pany in 1905. 

Senator Patrie was formerly village 
president here and he had been a vil- 
lage trustee for many years. He had 
served on all municipal boards and was 
a trustee of the Dolgeville Public Li- 
brary, Dolgeville Health Association 
and Herkimer County Young Men’s 
Christian Association. He was a mem- 
ber of the National Republican Club of 
New York City. He was also a 32d 
degree Mason, a member of the Mo- 
hawk Valley Country Club, the Dolge- 
ville Exchange Club and other groups. 


ee 


To Test Sales Tax Act 


PASCAGOULA, MIss.—A meeting of 30 
odd retail merchants was held in the 
courthouse to organize a local unit of 
a state-wide group to test the constitu- 
tionality of the state’s 2 per cent sales 
tax. 
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Helping you sell more 


HINOLA WHITE 


Ss he 


Counter displays remind customers to buy. Use 
the Shinola White Cleaner display container 
(which holds one dozen bottles) shown at the 
right...or one of the free counter cards similar 
to the one illustrated. This is display No. P-78. 
It is printed in blue and orange on silver foil 
and measures 7'2" in width by 92" high. 


KKKKKKK 


Attractive window displays bring customers in- 
to your store to buy Shinola White Shoe Cleaner. 
The 3-panel design shown here is No. P-87. It 
is printed in 8 colors and measures 44” wide by 
22%" high. For free display material, write to 
SHINOLA, 88 Lexington Ave., N. Y. C. 








In MAGAZINES 


Pe eda aca neseiiaaadael 


15 national magazines will carry Shinola White 
advertising this summer. Each ad shows how 
S5hinola really cleans white shoes... doesn’t just 
cover dirt, but removes stains and restores shoes 
to original whiteness. The ads will build even 
greater consumer demand for this popular white 
cleaner. Check your stock of Shinola White to- 
day. Order now from your jobber or wholesaler. 
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THE LARGEST SELLING LINE OF SHOE POLISHES IN THE COUNTRY 





When writing advertisers please mention Boot and Shoe Recorder 
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WY hidden from wew 


yet vitally important 
to the appearance and 
comfort of the shoe. 


“a tS 


THE QUALITY BOX TOE 
GAC 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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To Fit Larger Feet 


Cuicaco—Women in this city who possess big feet 
are in for a pleasant surprise. A new department 
designed especially for catering to them was dedicated 
March 1 at the fifth floor shoe department of Mandel 
Brothers. 

Here the sensitive souls may come with perfect con- 
fidence and take their pick of many especially modeled 
and patterned styles that will give their feet that slen- 
derizing effect so much desired, and still retain the 
soothing effect of flexibility and perfect fit. Some of 
the models were especially made for this department 
from designs worked out by the staff based on knowl- 
edge gained from long years of fitting large sizes. 

The predominating colors are blue, navy, brown 
and black. The models are conservative. Sizes carried 
run from eight to eleven; the widths from quintuple 
five to C. $10.75 is the price. 

A shoe clinic is another new section of Mandel 
Brothers’ fifth floor shoe department. A graduate 
orthopedic doctor is in attendance to assure proper 
fitting. 

Frank Popper is the buyer for the extra-size depart- 
ment. 

Siberian Wolf leather sandals and oxfords are get- 
ting a good run at Mandel’s. They are very soft with 
pebbly finish and are priced at $8.75. Also buckle 
pumps in woolens in small checks at $8.75 are being 
shown now. Cloths are in good demand. 


Shoe Sections Remodeled 


Los ANGELES, CaLir.—Three shoe departments in the 
Broadway Department Store, Inc., Broadway at Fourth 
Street, have been completely remodeled and re-decor- 
ated. The three shops are the Enna Jettick Shop, the 
Juvenile Shop and the Men’s Shop. 

A modernistic effect has been introduced, the color 
scheme being cream, with green trim, both blending 
with the type of gray carpeting introduced into the 
picture. The furniture has been finished in mahogany 
and decorative mirrors have been placed about the 
pillars. The entrance to each shop has been equipped 
with a large neon sign seen from any place in the 
basement. 

George Bessey, buyer for the entire group of shops, 
states that the increasing volume of business has made 
a more convenient arrangement necessary. 


Sleek Kid Tie Sells 


Los ANGELES, Catir.—tThe plainest of plain and sleek- 
est of sleek navy kid tie, wholly unadorned save by 
a tiny piping of silk kid, without tip, has brought a 
real response at all Innes Shoe Company stores this 
Spring. This number, priced at $9.75, is supplemented 
by a pump slightly less plain featuring a touch of white 
on navy kid, with a gabardine portion taking in the 
entire vamp. 
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Kirkendall's 
FAST MOVERS 


Bring Home The Profits 




















@ Stay with Kirkendall boots and you're 
sure to win greater sales and profits. 
Kirkendall’s leadership in style, quality 
and workmanship is the result of special- 
ization. We make boots exclusively. We 
do not scatter our fire, but concentrate 
on boots and boots alone. 


When you stock Kirkendall boots vou 
profit by the experience of this organiza- 
tion of specialists. We become your boot 
factory making just the boots you need. 
Our large floor stock at your command is 
constantly maintained from our own fac- 
tory. You can see why you will receive 
outstanding service and quality from 
Kirkendall. 






Dealers who have not al- 
ready received our 1935 
catalog may have one on 


request. 


KIRKENDALL 


wi BOOT COMPANY 
kJ) OMAHA,NEBRASKA 











WE WOULD BE 
GLAD TO TAKE YOU 
ON A SIGHTSEEING 
TRIP THROUGH 
OUR FACTORY 

4 BY MEANS OF THIS 


ae 
















in your old 
for an educa- 


Pack up your troubles 
kit bag and come with us 
tional jaunt. It won’t cost you more than 3c. 
(only a penny if you use a postcard for your request) 
and whether you’re in the retail, wholesale or manufacturing 
end of the business, it will leave you a better shoe man, for the 
increased knowledge it will bring you. Just write us for a free 
copy of “The Tanning of Kid,” a 16 page, profusely illus- 
trated, description and explanation of the business of turn- 


ing raw goatskins into modern, silky grained, Glazed Kid. 


SURPASS ccaruze 


COMPANY 
oth & Westmoreland Sts., Phila., Pa. 
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SINGLE SOLE CONSTRUCTION 


This new construction gives a new 
standard of flexibility and airy light- 


ness in popular price footwear. Cin- 


Ary, 


derella Shoes, styled with originality 
and good taste, put new life into lag- 
ging turnover. In stock AAAA to C— 


1 to 9. Write today for our new 


catalog and complete information 


on the Cinderella franchise. 
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ACHSA 
B 219I—BLUE KID 
Blue Patent trim 
B 2190-—WHITE SUEDE 
B 2197—BLACK SWIRL 
Patent trim 
1910 last—19/8 Cont. heel. 
PRICE $3.15 
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MYRA = 
B 2285—BLACK KID = 
Patent Leather trim : 

1775 last . . . 17/8 Cont. heel 4 
B 2289—BROWN KI i 
& 

o 


CE $3.15 


CINDERELLA 
SHOE COe 


DIVISION OF DYER & HALL, INC. 













AUBURN 
MAINE . 




















When writing advertisers please mention Boot and Shoe Recorder 
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What else but 





ROSEBAY WILLOW CALF 


could bring this shoe to high perfection of beauty and service? Rosebay has the 
lightness and flexibility essential to delicate footwear—and, more utilitarian 
but equally appreciated, Rosebay gives wear service and long good-looks. 


* 
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HI &K/LEATHER CO. 


BOSTON 


SO” MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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Idea! for 


5 SPRING AND SUMMER 
footwear 


Ole Ca EREGs 
SHOES 


These modern SEWED SHOES 
reflect the insistent requirements 
of discerning women for foot 
of dependable quality 

rt 
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LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUS 





When writing advertisers please mention Boot and Shoe Recorder 
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What's Doing In the Shoe World 


SATURDAY, MARCH 16, 1935 





Whites Appear in Los Angeles 


Los ANGELES, CALIF.—Early March 
showed no white in the form of snow 
on Los Angeles streets, but it brought 
out a real showing of white in the 
form of leathers and fabrics in the 
show windows of Los Angeles shoe 
stores. Perhaps more white appeared 
on this date this year than in any 
previous year in the history of the city. 

Wolfelt-White presented as one of 
its leading numbers a dressy sport 
pump in white chamois or buck with a 
fox, tip and heel in Bourbon tan calf, 
and the same number with navy kid 
trim. A split projecting tongue, one 
half in white and the other half in 
color, gave a jaunty touch to this pump. 

Gude’s showed as a leader in dress 
shoes a dainty afternoon sandal in 
white buckskin with the minimum of 
brown trim. 

Bullock’s Wilshire presented a num- 
ber of fashionable pumps and ties at 
$12.50. Among these was a plainly 
tailored pump in kidskin, a sport type 
pump in white perforated buckskin, a 
“lower heel” tie in white linen and a 
sports oxford in white buck with a 
brown kid trim. 

The Innes Shoe Company, in all of 
its stores, presented numbers in white 
crushed kid, the leader being an oxford, 
4-eyelet, low heel, artistically perfo- 
rated. The second most conspicuous 
number was a low-heel double-strap 
sandal combining crushed kid with 
buck. 

La Mode Shops showed a white crepe 
sandal woven with gold or silver kid. 

The Broadway-Hollywood showed a 
very dressy one-eyelet tie in white 
buck, a dressy oxford in white kid and 
the same last in a T-strap. 

The Wetherby-Kayser Company 
showed a very large assortment of 
whites and devoted much window space 
and considerable newspaper display 
space to the best numbers. The ten- 
dency in this showing was toward 
youthful appearance, rounded French 
toes being almost the universal thing 
among them. The whites included ox- 
fords, pumps, sandals, both for high 
dress and resort wear, the emphasis, 
— being on the resort wear num- 

Ts. 

C. H. Baker, in a group that he pre- 
sented in all Baker stores and desig- 
nated as “The Advance Guard of 


Spring,” shot out as a sort of leader 
suggestion a linen oxford in white with 
a slight navy trim, and the same num- 
ber with a brown trim. 

Bullock’s downtown store, in pre- 
senting a line of arch preserver shoes, 
presented a beautiful new white buck 
oxford with all-leather heel. 

The elegant new shoe department in 
the Myer-Seigel store showed a very 
practical, lightly perforated white kid, 
street oxford, with trim, tailored form- 
fitting appearance. 

White earlier, and more of it, seems 
to be the Summer preamble in Los 
Angeles stores. 


———. 


Joins Gordon Shoe Staff 


Fort WortH, Tex.—Walter B. Tay- 
lor, secretary of the Texas-Oklahoma 
Shoe Retailers Association, joined the 
Gordon Shoe Company, New York, 
March 1, as traveling salesman for the 
Texas, Oklahoma and Louisiana ter- 
ritory. Mr. Taylor has been identi- 
fied with the retail shoe business in 
Forth Worth for many years, formerly 
having the shoe department at Jack- 
son’s here until that store closed. Later 
he became manager of the shoe depart- 
ment of Cox’s Department Store here. 
At the time he joined the Gordon Com- 
pany, he was connected with the Walk- 
Over Shoe Store at 705 Houston 
Street, in Fort Worth. 

Mr. Taylor’s first stop will be South 
Texas, where the Spring season begins 
sooner than in other parts of the state, 
as his supply of shoes is made up 
mostly of pastels and whites. 





DATES TO REMEMBER 


Joint Styles Conference and Tanners 
Council Fall Opening, Waldorf-Astoria 
Hotel, New York April 29-30 


Illinois State Shoe Convention, Spring- 


WMI IB oaks cass Rarmeeidale ners June 16-17 


Ohio Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 


Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon ....June 17-18-19 





Plan for Selling 


Dauias, Tex. — A traveling shoe 
salesman has a real duty to perform in 
calling on his trade, believes William 
M. Hootkins. “My motto always has 
been first, above all, to sell my house, 
then my wares and myself,” he said. 


WILLIAM M. HOOTKINS 


Mr. Hootkins, who has recently been elected 
vice-president of the Southwestern Shoe 
Travelers Association, has been traveling for 
the Freeman Shoe Co. for the past twelve 
years covering the important towns in Texas, 
Oklahoma, Louisiana and Southern Arkansas. 


“When working with a customer, my 
policy is to study the location, class of 
store and class of trade, then to show 
this customer why he can better serve 
his trade through buying certain styles 
from my line. This is all worked out 
in advance. It is poor policy to try to 
load up the trade, as I know a sales- 
man is always more welcomed when the 
buyer is hungry for his shoes than 
when the buyer has too many of them. 
When a buyer needs shoes, that means 
the stock is turning and he is making 
money on them. 

“In the men’s style picture this Sum- 
mer there is no question of the pre- 
dominance of white, but I look for 
brown and white to become more ac- 
tive as the season progresses. 











Page 76 


Jucn 


BURNING CALLOUSES 






4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
That means 80% of your cus- 
tomersare potential buyers of 


Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted 
properly without Trimfoot. 
Trimfoot provides a maxi- 
mum of foot comfort instantly. 


WIZARD COMPANY 


Canadian Distributors: Canadian Specialties, Lid., 49 Sanford Ave. S., Hamilton, Ont. 


s 


into 


PROFITS 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


































SALES TIP: 


When no shoe in stock 
seems to fit... just T. O- 
TO TRIMFOOT and 
save the sale! 
® 
Order a few trial pairs now! 
Write today for FREE Booklet, 
“Here's How’’. 


@ 5ST. LOUIS, MISSOURI 
WALSALL, ENGLAND 


BOOT AND SHOE RECORDER, March 16, 











G. C. Murphy Heads Gimbel 
Subway Department 







G. C. MURPHY 


PHILADELPHIA—G. C. Murphy, well- 
known Pennsylvania retail shoe man, 
who has held important posts in Pitts- 
burgh, Harrisburg and Philadelphia, 
is now buyer for the large Subway 
Shoe Department of Gimbel Brothers’ 
Philadelphia store. Mr. Murphy was 
formerly with Pomery’s, in Harris- 
burg, and prior to that held the posi- 
tion of buyer of all shoes with Mc- 
Creery & Co., Pittsburgh, for six years. 
He has many friends and acquaint- 
ances in the shoe trade throughout the 
country. 








100,000 Saw Volk Show 


In the article, “Shoe Fashions Fea- 
tured at Auto Show,” in the March 2 
issue of BooT AND SHOE RECORDER, 
telling of the interesting shoe style 
show staged by Volk Bros., of Dallas, 
during the Southwestern Auto Show, it 
was stated that “nearly one thousand 
people viewed the fashion show.” This, 
of course, was an error which escaped 
the attention of the copyreader. The 
attendance at the Volk show was esti- 
mated at approximately 100,000. 


Stacy-Adams Styles Shown 


Stacy-Adams shoes for Spring and 
Summer are attractively presented in 
a handsome new catalog of in-stock 
styles which is being sent out from the 
factory of this high grade manufac- 
turer in Brockton, Mass. Full page 
half-tone illustrations of custom shoe- 
makers at work and attractive cuts of 
the new styles are features of this in- 
teresting booklet. 





Robert Lee Manager 


Des MotnEs, lowa—Robert Lee is 2n- 
nounced as the new manager of [icg- 
gen’s Shoe Store, 512 Walnut Street, 
by H. S. Heggen, president. 
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Hess Sees Good Fabric Season 


New YorK—David Hess of Gitter- 
man & Company, exclusive distributors 
of genuine Palm Beach cloth for shoes, 
has lately returned from an extended 
business trip through the East and 
Middle West, where he has been show- 
ing the newest products in this material 
to manufacturers and retailers. 

Mr. Hess reports that his trip was 
successful and says: “The retailer 
or manufacturer no longer hestitates 
when it comes to building or stocking 
shoes of the finest fabrics. Fabrics of 
the better quality are now wholly 
accepted and there is an astonishing 
consumer demand for shoes made of 
these materials. They fit perfectly into 
the Spring and Summer footwear pic- 
ture, both for street and sportswear, 
because they are the last word in com- 
fort, coolness, smart, distinctive ap- 
pearance and durability. Furthermore, 
a fabric to be successful and satisfac- 
tory for footwear must be fast color, 
must shed dust and dirt easily, and be 
easily cleaned with soap and water.” 


Made Dunde Sales Manager 


New YorK— Edgar M. Rappaport 
has been appointed sales manager of 
Dunde Shoe Reshaping Devices, Inc., 
13 East 37th Street. Rappaport is well 
known to the shoe trade in the East, 
having been for the past nine years di- 
rector of sales in 13 eastern States for 
the Scholl Manufacturing Company, 
Inc., of Chicago. 

Michael K. Dun, president of the 
company and inventor of the Dunde 
Shoe Reshaping Device, has just re- 
turned from a trip through the West 
as far as the Coast, where he has been 
lining up his representatives in their 
territories. He reports a_ successful 
trip and much interest on the part of 
retailers in this useful device. 


Opens New York Office 


New York—Sidney J. Zeffert has 
opened a New York office in the Mar- 
bridge Building, Room 744, for the 
Union Shoe Company of Brockton, 
Mass. 

He will have complete charge of the 
styling and selecting of lasts and pat- 
terns. The entire line will be con- 
stantly open for display, with new 
samples being added weekly. 

Sidney J. Zeffert was formerly with 
the Brockton Shoe Manufacturing 
Company for ten years and with Chas. 
A. Eaton Company for the previous ten- 
year period. 


Making Women's Shoes 


CINCINNATI.—The Queen City Shoe 
Co., headed by George Jacobs and An- 
thony Vigorith, is starting operations 
here in the same building on Central 
Parkway where the Longini Shoe Co. 
has quarters. The Queen City Co. 
Sentectenn women’s medium priced 
shoes, 
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illustrated and described in our New «Me 
Spring Catalog, are the result of the Ra cing 
care and precision used in creating Sees 
“Foot Health for Men.” Racine qual- 
ity, combined with Union Craftsman- 
ship, presents in four retail price 
ranges, Style and Value that invite in- 
vestigation by the most aggressive shoe 
merchants. May we supply you with 
information regarding the franchise for 
your town? 


aot 


Jince 1902 


To Retail 
The Doctor Shoe $7.50 to $9.00. 
The Racine Shoe $6.00 to $6.50. 
The Authentic American Shoe at $5.00. 
The American Eagle Shoe at $4.00. saree mane 


WRITE OR WIRE FOR DETAILS 
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in Stock Styles 


OUR SPRING CATALOG NOW AVAILABLE 


RACINE 


SHOE MANUFACTURING COMPANY 









































Children's Footwear 
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Intermediates 
Flexible Hard Soles. .2-8 
Send for In-Bteck 
Oatelog 











wRS. oars IDEAL BABY 
Locust St. Danvers, Mass. 
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Shoe Trees 


8 8 os rE 








mere 


QUICK PROFIT ITEM - 50: 


SIMPLEX SHOE TREES 
SELF ADJUSTING\ yy) 


A Gentle Squeeze 
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Hosiery Protectors 
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British Leather Man Here 


WALTER G. HALL 


New York—Walter G. Hall, manag- 
ing director of Welting-Limited, of 
Leicester, England, British representa- 
tive of Barbour Welting Company, 
Brockton, Mass., and one of England’s 
outstanding authorities on leather, was 
among the arrivals on the S. S. Scythia 
on Sunday, March 10. 

Mr. Hall, who was accompanied by 
Mrs. Hall, is making his annual visit 
to the home plant of the Barbour Welt- 
ing organization, which he has repre- 
sented abroad for many years, having 
obtained his reputation and national 
reeognition.in-the Welting Department 
of Morton & Sons, London. 

Mr. and Mrs. Hall will spend a week 
or two at the Barbour Welting factory 
at Brockton, and during this period 
will be the guests of L. H. Gilson, sales 
manager of the company. 





Black Linen Pumps and Sandals 


Houston, Tex.—The one big surprise 
seller this season, according to Ray A. 
Oppenheimer who travels the territory 
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VANIAN 


TRADE MARK REGISTERED 
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ne can 
VAN TAN INNERSOLES 
do for you ? 


Speed up sales with their 
immediate “old shoe com- 
fort” in new shoes. Increase 
repeat sales by customer 
appreciation of greater 
comfort, longer life. 

Van Tan is a tannage devel- 
oped to assure a permanently 
resilient, flexible, smooth sur- 
faced, and non-cracking foun- 
dation for shoes. 
































Ask your manufacturer, 
or write us for the facts. 


e 
VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 




















for the Tweedie Footwear Corp., is 
black linen as a material for pumps and 
sandals. Some of these shoes are all- 
over black linen, while others are 
trimmed in either black patent or white 
patent. The shoes having the black 
patent trimming are the universal sell- 
ers. Nearly all of Mr. Oppenheimer’s 
accounts are buying these shoes, re- 
gardless of the size of city or location 
of the store. As he explains it, all 
stores are selling lots of black dresses, 
so this shoe fits right in this spot. Mer- 
chants have indicated that this style 
will carry on through until June 1. 

Plain red kid pumps and sandals 
are this season considered. almost a 
staple in Texas, so much so that the 
factory has dubbed Oppenheimer as the 
“Red Kid King.” Seriously, red kids 
have developed tremendously _ this 
Spring, and that is an infallible barom- 
eter that women’s shoe business is good 
in Texas, for the red kids always mean 
the selling of at least one extra pair 
of shoes. 


























Buster Brown Party 


New OrLEANS—The D. H. Holmes 
Company, Ltd., engaged the Orpheum 
Theater one Saturday mroning recently 
for a Buster Brown (in person) party. 
A special program was provided for 
the kiddies. Admission was free, tickets 
being distributed by the Holmes Com- 
pany. 
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Want Place in Style Sun 


Far Rockaway, N. Y.—Long Island 
wants equal recognition with mode- 
making Manhattan and fashion-creat- 
ing Hollywood in style-setting where 
footwear is concerned. Especially, 
Long Islanders insist, during the 
Spring and Summer months, when the 
social big-doings hold sway in this area. 

Aubrey Dixon and John Heggerty, 
Long Island department store stylists, 
are among the many to come to the 
front, emphasizing the need for recog- 
nition for Long Island’s place in the 
sun as a style-setting region. 

Mr. Heggerty insists that, although 
lots of the Paris styles win favor with 
Long Islanders, there are plenty of 
styles, particularly in the line of foot- 
wear that are popularized on Long Is- 
land and then accepted at the European 
fashion capital with equal gusto. 

At the fashionable Long Island 
beaches, the polo matches, horse rac- 
ing, golf links and horse shows, fashion 
experts are at liberty to watch the 
parade of foot styles by people who 
know dressing from its every angle. 
Nowhere in America during the Spring 
and Summer seasons do the elite and 
well dressed gather in such numbers 
for outdoor diversions as on Long Is- 
land. And nowhere, Hollywood not ex- 
cepted, do they parade the styles more 
effectively. 

Shoe retailers in the Long Island ter- 
ritory are a bit peeved over the fact 


You cannot sell ae! : 
shoes in an out-of-date 2 
shop. MODERNIZING 
pays profits. HOWELL 
CHROMSTEEL Chairs 


and Fitting Stools are smart, 


modern, practical and very 


moderately priced. Write 
for catalog, illustrations of 


installations, prices. 


OWELL 


GENEVA, 


id ale Ncie) 


NEW YORK 


that more than 80 per cent of the foot- 
wear, adorning the feet of the “horsey 
set” is purchased in Manhattan, al- 
though the promenading is done “on 
their ground.” There is a growing 
sentiment in favor of a more concerted 
effort on the part of Long Island shoe 
merchants to publicize and promote the 
importance of their Summer play- 
grounds from a footwear fashion stand- 
point. 


Changing Shoe Trends 
Among Foreign Population 


DETROIT.—Paul Faust, operator of a 
modern shoe store at 6519 Chene Street, 
has reincorporated his business, for- 
merly Paul’s Shoe Company, as Paul’s 
Shoes, Inc. L. Korn is coincorporator. 

An unusual trend toward the narrow 
type of toe in men’s shoes is reported 
by Faust, who operates one of the prin- 
cipal stores in Detroit’s east side Polish 
and foreign neighborhood. The balloon 
toe, using old-country models, was pop- 
ular here for years, but the modern 
style in narrow toes has come in at 
last, he says. 

A definite price range is evident in 
the foreign neighborhoods. Women’s 
shoes at about three dollars prevail, 
while men’s shoes at four-fifty to five 
dollars are away in the lead over either 
cheaper or more expensive grades. The 
outlandish tastes for the most expen- 


ILLINOIS 


LOS ANGELES SAN FRANCISCO 


sive shoes regardless of quality or 
fashion which characterized some for- 
eign tastes a few years ago are gone, 
and a more sensible merchandising pol- 
icy is possible as a result. 

In women’s shoes, pumps and ties 
are leading, with strap shoes far be- 
hind. Because of the average high in- 
step, the women cannot use the strap 
shoe with comfort, and the fitting is 
difficult as well. The strap shoes tend 
to bulge. Sizes up to ten and widths to 
triple E are common for women in this 
district. However, the foreign woman, 
Faust says, is being rapidly educated 
to ask for A and B widths in a size 
longer shoe. 


New Kansas City Store 


Kansas City, Mo. (UTPS)—Best’s 
Shoe Stores, Inc., have leased the three- 
story building at the southeast corner 
of Twelfth and Walnut streets, with 
the exception of two small storerooms 
on Walnut street, for a popular priced 
shoe store. 

The new company is spending about 
$15,000 on remodeling the building. 
Women’s shoes will be sold on the first 
floor, men’s shoes on the second floor 
and the third floor will be devoted to a 
children’s department. A play corner 
will be part of this department. Har- 
old Kaplan is general manager. The 
opening of the store will be the early 
part of March. 
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Women's Shoes 
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KUSH-IN-EZE 
HAND TURNED 


FOOTWEAR 
IN STOCK 
No. 156 Black 
Kid $2.35 
VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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White Kid; Com- “we 

Biaatiene; 19/8 or 10/8 heel; 2 a 
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FOR SPORTSeBEACHecockTAL — 
HOUR « EVENING WEAR 
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Shoe Stretcher 
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LAIR SVT a I 
The Original 
SHOE SHRINKER 
The Shoe Doetor 


Pat. No. 1990142 
with 


s 

Prepared Fluid 
Shrinks Leather or Fabric 
Shoes Perfectly. Makes 
Sales. Stops Refunds. 
Makes a Perfect Fit to 
Shoes That Slip at the 
Heels or Gap at Sides. 
Simple and Easy to Oper- 






$15.00 
Guaranteed One Year ate. 
Write for More Information. 


E. C. SMELTZER CoO. 
121 E. Gist St., Indianapolis, Ind. 





Columbus Member Campaign 


COLUMBUS, OHIO — The membership 
campaign started by the Columbus 
Shoe Club to get in a large majority 
of eligible members under the direction 
of Mark Deitsch, of the Union Co., is 
progressing satisfactorily. There are 
nine on the membership committee and 
three volunteers have offered their ser- 
vices. The campaign will be reported 
at the first meeting in March. 
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New Store in Atlanta © 





Modern and attractive new front of 

Douglas shoe store in Atlanta makes 

this one of the most up-to-date shoe 
shops in Georgia. 





Trade 
Literature 


For Better Windows 


CuHIcAGO—“The Guide to Better Win- 
dow Displays” is the title of an inter- 
esting illustrated booklet designed to 
aid the merchant in making his window 
trims more effective. The manufac- 
turer will be glad to send it on re- 
quest, addressed to BooT AND SHOE RE- 
CORDER. 


New Edgerton Catalog 


The Edgerton Shoe for Spring 
comes out in a new dress-up in its 
Spring catalog, which shows 53 styles 
illustrated, but available in 75 varia- 
tions, to retail for $5 and $6. The 
cover is in a rich blue with the attrac- 
tive figure of “Edgie” in sailor suit. 
This snappy college type figure is used 
on several pages to show the use of 
Edgerton shoes for sports, business and 
recreation. A copy will be sent on re- 
quest. 


Freeman Summer Styles 


“Styled by Freeman” is the title of 
the new Spring catalog of the Free- 
man Shoe Corp. showing men’s shoes 
for Spring and Summer in-stock. The 
treatment given the shoes is actual 
engraver’s camera photograph, each set 
of shoes being shown against a back- 
ground of Summer suit material, the 
fabrics used through the courtesy of 
Society Brand Clothes. Each shoe is 
shown in actual colors. One hundred 
and twenty-three styles are illustrated. 
A copy will be gladly sent on request. 











1935 





SHOE RECORDER, March 16, 





Nunn-Bush Broadside 


Nunn-Bush have just mailed to their 
list of 14,000 merchants a_ two-color, 
eight-page broadside, 11 x 15 in. in 
size, graphically illustrating the na- 
tional magazine advertising tie-up 
through Western Union, through whom 
any interested consumer may learn who 
is the nearest dealer handling the 
Nunn-Bush line. Illustrations show the 
national magazines being used this 
Spring, also the local dealer newspaper 
advertisements. 


New Edwards Catalog 


A winsome miss in a field of daisies 
adorns the front cover of an extremely 
attractive and interesting catalog of 
Spring and Summer styles in stock, 
just issued by J. Edwards & Co., Phila- 
delphia. In addition to the new sea- 
son’s styles in welts and turns, a new 
type of footwear which has been added 
after extensive research is introduced 
in this catalog. 








Reed Catalog for Spring 


Spring and Summer, 1935, styles in 
Matrix and College bred shoes are il- 
lustrated and described in a new cata- 
log which has just been issued by E. P. 
Reed & Co., Rochester, N. Y. From the 
standpoint of typography and illustra- 
tion, this catalog is an unusually ef- 
fective piece of trade literature. 





Queen Quality and 
Dorothy Dodd Catalogs 


Queen Quality Shoe Co. and Dorothy 
Dodd Shoe Co., both branches of In- 
ternational Shoe Company, St. Louis, 
have issued comprehensive new cata- 
logs showing the new styles for Spring 
and Summer in their in-stock lines. 





Attractive Enna Jettick Booklet 


A very effective new style of illustra- 
tion, which shows not only the profile 
views but also a top view revealing the 
shape of the last, is employed in the 
in-stock catalog just issued by Enna 
Jettick Shoes, Inc., Auburn, N. Y. The 
catalog contains an interesting fore- 
word over the signature of F. L. Em- 
erson. 





Duco Heel Slipper 


DALLAS, TEX.—The promotion of 2 
kid D’Orsay hard sole house slipper 
with a Duco heel, has brought in many 
extra customers to the Titche-Goet- 
tinger Co. shoe department, says Buyer 
H. M. Bridges. During the past year 
over 4400 pairs have been sold with 
about half at the regular price of $2.20 
and the other half at $1.65. A con- 
stant floor display of these slippers 
keeps them before the public at al! 
times. This display was enlarged dur- 
ing December, when 1500 pairs were 
sold at full price. 
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Artisan offers to merchants for 
Spring and Summer 1935 a 
Juvenile Fut-Builder Line that 
is greater than ever. The new 
styles and moderate prices cre- 
ate a customer’s acceptance that 
assures merchants a most prof- 
itable season. The three styles 
illustrated are representative of 
40 in-stock models ready for im- 
mediate delivery. 


Perforated Sandal 
1808—White Elk, 1828—Tan Elk, 1838— 
Light Smoke Elk, os, ™, $1.35; 8% to 
oo spring heel, 1244 to 3—$1.80 ; 


" tined, special treated, damp proof 
“peveled Breasted Rubber Heel. 


1742—Black Patent, Dressy Center Buckle, 
French Corded Seamless Kid Quarter Lining 
and Kid Sock, close trimmed Edge Oak Sole, 
Black Finished Bottom. Last No. 34X. 
84% to 12. . Spring Heel ‘ 
12% to 3. .Solid Lea. Heel..AA to D. -$2.25 


Dre T Strap. French Corded Seamless Kid 
Quarter Lining and Kid — Close Trimmed 

Edge Oak Sole, Last No. 34X. 

1712—Patent Leather a Finished Bottom. 

1712-W—White Levor Goat, Natural Finished 


Bottom. 
8% to 12. . Spring H A to D...$1.90 
se to 3—Solid on Medi. -AA to D. -$2.25 


ARTISAN 


SHOE CORPORATION 


ST. PAUL & CENTRAL AVE. | 


ROCHESTER NEW YORK 











pOOT AND SHOE RECORDER, March 16, 1935 


Move into New Store 


x | €old Brothers’ 


{FRIENDLY “SHOES FOR MEN” FORTUNE 


occa cat 


Gold Brothers have recently moved into 
an attractive new store on St. Louis 
Street, Springfield, Mo., the heart of 
the retail district. This firm specializes 
in correct fitting and especially prides 
itself on attractive windows. 





Chamois in Chicago 

CHIcAGoO—The women and young 
women who like to pride themselves 
on keeping up that smart touch so 
much desired by the feminine sex, are 
being offered a treat this week in the 
way of chic novelties, by two of the 
stores that pride themselves on supply- 
ing the very latest styles. 

O’Connor & Goldberg are among the 
first Chicago shoe stores to display the 
new chamois shoes, and they are sell- 
ing. Another new one here is the side 
gored, crocheted pump. The crochet- 
ing is of silk and linen thread, form 
fitting models. Some patterns are com- 
bined with gazelle. They come in 
walking and boulevard heels. Priced 
at $12.50. The girls who go in for 
tweeds will find here a new buff 
gazelle oxford of sturdy, but smart out- 
lines. Priced at $8.75. All for the new 
spring trade of course. 

I. Miller’s have gone Parisian. Their 
latest addition to attract the smart 
dressers are the new French-toed slip- 
pers. They call them “Roundies.” They 
come in pumps, oxfords and one straps. 
‘The gay colors predominate; navy blue 
calf with grey suede, brown calf with 
beige suede, all-over black kid. No 
matter what skilfull brilliant color 
combinations are offered, some of the 
more carefully conservative dressers 
still must have their black, and here 
they are. 


Swirls Making Hit 


CuHicaco— At Maling’s the new 
“Swirl” pattern is going over in a big 
way. The swirls reminds one of a 
lady’s finger wave; perhaps the girls 
regard them as tn and head en- 
sembles. 








The finest compliment that 
can be paid Propr-Bilt's is 
found in the thousands of 
doctors’ prescriptions written 
for these scientifically correct 
shoes each year. Physicians 
everywhere recognize the 
merit of Propr-Bilt'’s and en- 
thusiastically endorse and 
recommend them for their 


clientele. 


And yet Propr-Bilt's are not 
just prescription shoes. While 
they do correct, they perform 





a far greater mission in pre- 
venting the many foot ail- 


ments so prevalent today. 


The patent scientific features 
of Propr-Bilt's earn for them 
their recognition as "the 
greatest advancement in or- 
thopedic footwear of the past 
decade.” 


To the merchant featuring 
them, goes the inevitable 
preferred position that comes 
with doctors’ endorsement, 
planned advertising promo- 
tion, and established trade 
acceptance. 





Propr-Bilt's are worth talking 
over—write us today for de- 


tails of the Propr-Bilt plan. 


DONNELL 


SHOE CORAPANYT 
Humboldt Tenn. 


Junior Shoe Division 


New York Office, 53! Marbridge Bldg. 
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Riding Boots 


esse es seers! 


\ RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 
‘ CONN a 
SMfor co Lk 











JUSTIN BOOTS 


A COMPLETE LINE OF 
STOCK AND CUSTOM MADE.” 


Riding, Cowboy and Lace Boots 
Write for Catalog X 
H. J. JUSTIN as SONS Inc. 










LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


1239 Broadway 
New York City 














Public Likes New Shoes 


JOPLIN, Mo.—While other stores in 
the city were having sales, Newman’s 
Department store tried out the experi- 
ment of bringing out a line of brand- 
new Spring shoes. Results proved to 
Buyer L. D. Watson that the public is 
more interested in new goods than in 
sale merchandise. The shoe depart- 
ment is fast being whipped into shape 
so that it will be in a position to take 
full advantage of the increased trade 
expected when the Spring selling starts 
in earnest. 
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Affords Ample Display Space 
Yaa J Ey suoes) 





1935 





16, 


















DENISON, |OWA—Nelson's Shoe Store has recently installed a new store front which has 
attracted much favorable comment. The front has a side entrance with ample space on 
each side of the door for display windows; the large window is used exclusively for ladies’ 
shoes and the smaller window for the men's shoes. Two long mirrors ornament the entrance 
and the finishings are of alumilite which is non-corrosive. The casing used is of the same 
material and the base of the front is finished in Carrara glass. The ceiling is of aluminum 

is p ; 


and the background of the display wind 











New Store in Pasadena 


PASADENA, CALIF.—The Gablere Foot 
Comfort Service is the name of a beau- 
tiful new foot comfort store established 
at 249 East Colorado Street, Pasadena, 
by Dr. L. Gablere and H. Greene. The 
new store occupies the room vacated 
recently by Stoner’s Shoe Store. 

Mr. Greene is owner of the shoe stock 
while Dr. Gablere assisted by Dr. E. 
Lyss, chiropodist, is in charge of fitting 
and foot treatments. All braces, appli- 
ances, etc., are made on the premises. 
Dr. Gablere is widely known in the 
Pasadena area and has conducted a 
special shoe store and chiropodist ser- 
vice for some years at 255 East Colo- 
rado. 

Mr. Greene was formerly connected 
with The Alcovitz Shoe Corporation, 
and prior to that with The Fair De- 
partment Store in Chicago. He like- 
wise owned and operated four shoe 
stores in the San Joaquin Valley for 
some time with headquarters at Fresno. 

The new store is richly furnished 
with complete lower floor and mezza- 
nine. Several lines of health shoes are 
carried in stock. 


California Woman Paid 


for Having Small Feet 

Los ANGELES, CALIF.—Jewelers as 
well as shoe dealers seem to be experts 
at shoe fitting. That beautiful fact 
was demonstrated when as the closing 
event of the annual convention of The 
California Retail Jewelers’ Association 





‘and the Western State Jewelers’ Show 


at the Biltmore Hotel, February 20, a 
jeweler fitted a $3,000 sandal to the 






foot of Mrs. Joseph Tipp, jeweler’s 
wife, and awarded her a $150 gold 
wrist watch for having the daintiest 
feet. 

This meant something, as there were 
1,200 people at the banquet. 

The $3,000 sandal was made by Al L. 
Leatart, prominent Long Beach jeweler 
and watchmaker, and, carefully 
guarded, was kept on display during 
the three-day convention. Insofar as 
fit and style are concerned, Mr. Leatart 
pointed out, the sandal could be worn, 
but the value of it probably would ren- 
der the Cinderella attempting to wear 
it liable to kidnapping. 

The sandal was size 2%, was made 
mostly of gold and studded with dia- 
monds. Several ladies were able to get 
their dainty right feet into it, but Mrs. 
Tipp, the judges agreed, was the per- 
son who could, if necessary, wear it 
with the greatest degree of physical 
comfort. 


Michigan Membership Gains 
DETROIT—Michigan Retail Shoe Deal- 
ers’ Association has conducted an in- 
tensive drive for members, and has now 
200 members, according to President 
Clyde K. Taylor. This represents a 
50 per cent increase since the conven- 
tion in Grand Rapids on Jan. 22. 
Ralph Meanwell of Niles, chairman 
of the membership committee, and 
Robert Murray, secretary, are given 
credit for this work. Mr. Taylor said 
that giving more vital information to 
members is largely responsible, and 
that trade associations have proved of 
daily greater importance to business 


men. 
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You Repeat Your Profits with 


““America’s Finest Comfort Shoes” 








RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 



































SCIENTIFIC SEWED 
HEEL SEAT 











HONEYCOMB: 
NEW SPRING 100% NAIL-LESS HEEL 
ASSURES COMPLETE. AND ELASTICITY SEAT, NO NAILS TO 
VENTILATION TO EVERY STEP PUNCTURE FOOT 
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The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, “cushion” and “nail-less" 
features are virtually non-competitive. Send for our Catalog of 
Men's and Women's. Shoes. 


Somers: Reitettens ROHN SHOE MFG. CO. 


512 W. Florida St., Milwaukee, Wis. 


f. ha Un Ma / LC 


CUSHIONED SHOES 





New York City 


“AT YOUR SERVICE” 
In the Heart of Times 
Square 


Keep your Business 
appointments and social 
engagements in the 
beautiful 

GEORGIAN ROOM 
pine and DANCE to 


24 floors . . . 706 
charming reoms 
Daily: Frem Two-Fifty 
Monthly: From Fifty 
Ask fer a 
“COURTESY IDEN- 
TIFICATION CARD” 


ARBIS gonrl- 


onan te 
a.m. No cover charge) 
For Coie — the 


SILVER" TTNING 
LOUNGE 


45th Street just W. of Times agg Personal Direction: John F. Murray 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
| 209 So. State St., Chicago, III. 





THE 


IOUEST 


i. NEW PEASANT TYPE SHOE 
— THE SHOE OF THE 

HOUR AND 

). THE HIT OF 

Ree THE SEASON 


PAT. DESIGN 
APPLIED FOR 
REGISTERED 


The Tyroler, from the bench of one of New 
England’s Quality Manufacturers, The Tyroler 
is made in many color combinations of reversible 
calf with leather laces to match, wide sole and 
severe welt. On make-up, with delivery in three 
weeks. 


JM.CONNELL 
SHOE CO. 


SO. BRAINTREE MASSACHUSETTS 


In New York 


2 FOR ROOM WITH BATH 


584 large, attractively furnished rooms, 
with private bath...from $2 single and 
$3 double, with running water...from 
$1.50 single and $2.50 double. Home of 
the new Garden Restaurant and the fa- 
mous Cafe Bar Martinique. Direction: 
American Hotels Corporation. J. Leslie 
Kincaid, President. George H. Wartman, 
Supervising Manager. 


“Martinique 


BROADWAY AT 32ND STREET 
NEW YORK | 


One block from Pennsylvania Me it 


i B 
ae and Empire State tami nin i mitt] anit | it 


Yass PEERE| 





ae ni({h 
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Men's and Women's 
Slippers 






EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
Fer Men, Women, Children 


No. 1435 

Tan Kid 

Hand 
5-18 








Wakefield, 














Dancing Shoes and Taps 


oS Oo Oe 6 8 OO re 


0 6 a Oe OD 


A 77 Styles in Stock A 
Send fer Catalog 
R 
Turned. AQ 
. O. D.-BE. 
$2.40 
L. B. EVANS’ SON CO. A 
Mase 


O68 8 8 a 8 a Oo 








ALUMINUM TAPS 
One Strap $1. 


Kid je 1. 
Patent § One Strap $1. 
Leather 







BROOKS SHOE 
M 0. 











Philadelphia 





TAP SLIPPERS 
is 


Ribbon Tie 1.75 


Swanson & Ritner Sts., 


70 












Shoe Dressing 
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How do yeu clean 


GRENELE-TREEBARK 
SWIRL or YARDLEY 


The best way is the shoe manu- 
facturer’s way with 


SHU-PRIM 


This cleaner, tested and approved 
by tanners, extensively used by 
shee manufacturers, is now avail. 
able for retail sale in twenty-five 
cent sizes. There is a SHU-PRIM 
dressing for all leathers—includ- 
ing four whites. Be safe—rely 
on the shoe manufacturer’s ex- 


perience. 
Write for 
TRIAL ORDER 3 DOZ. ASSORTED 


at $1.50 per dozen 


SIGNAL CHEMICAL CO. 
791 Tremont Street Boston, Mass. 
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Black and White Combination 





16, 1935 









Above photograph, received by W. R. Andler, of Walter Janvier, Inc., distributors 
of Shu-Milk, shows how American goods are delivered in South Africa. Ginrikishas 
drawn by natives are the popular means of transporting goods to shoe stores in 
this part of the world. White shoes are worn in great numbers south of the 
equator and to be smart they must be clean and bright at all times. 








Shoes Take Part in 
the Silk Review 


New York—The week of March 18 
marks the Silk Review, six-day promo- 
tion of pure silk fabrics. This is the 
second silk week sponsored by the In- 
ternational Silk Guild and will be a 
nation-wide event observed by thou- 
sands of retail stores. 

As the silk Review emphasizes qual- 
ity, an excellent opportunity is offered 
the shoe store to tie in its quality mer- 
chandise with this Spring event. 

Obviously, the silk fabric shoe, so im- 
portant for evening and afternoon, 
plays the lead in the Silk Review. 
Shoes in silk crepe, faille, satin and 
moiré can be shown to advantage with 
silk fabrics for backgrounds. Silk Re- 
view posters to use in window displays 
are available from the International 
Silk Guild at 250 Fifth Avenue, New 
York City. 

Kidskin, as the most formal shoe 
leather, is also appropriately tied in 
with formal silk costumes, while calf 
and the various grained effects are sug- 
gested for the rough sport silks. 

The effective four-color poster show- 
ing the relationship between the new 
kid shoes and the smartest silk fabrics 
has been prepared by the Kid Tanners. 
If you have not already received yours, 
a wire to their office in the Marbridge 
Building, New York City, will bring 
you a copy to use for your Silk Review 
display and throughout the Spring in 
promoting formal types of footwear. 








George Boyle With Florsheim 


New YorK—George Boyle, formerly 
of French, Shriner & Urner Madison 
Avenue store, has been appointed man- 
ager of the Florsheim store, 334 Madi- 
son Avenue. Mr. Boyle expects to cul- 
tivate the high-class businessman 
clientele, centered in the neighborhood 
around Grand Central. He is planning 
to promote high type sports shoes and 
riding boots to this type of customer. 





Fresno Store to Move 


FRESNO, CaL—The Reliable Shoe 
Store, owned by J. H. Mittenthal, re- 
putedly the largest shoe store between 
Los Angeles and San Francisco, is pre- 
paring to move from its present quar- 
ters at 927 Van Ess Street to its new 
home at 1045-49 Fulton Street. The 
store has occupied the Van Ess Street 
location for 14 years. 

“The new home,” declares Mr. Mit- 
tenthal, “puts us in a primary location 
on the most important business street 
in the city. We hope to be all moved 
and settled by March 1. Our new loca- 
tion gives us two floors and a basement, 
approximately 20,000 square feet of 
floor space. Our higher grade shoes 
ranging from $4.95 to $7.95 will be on 
the first floor and our economy base- 
ment, as formerly in charge of Mr. A. 
D. Diamond, a member of the company, 
will feature shoes ranging in price 
from $1.98 to $3.98. Our second floor 
will for the present be used as a stock 
room but we hope to turn it into a 
sales floor soon. 
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DUPONT PONTAN 
QUARTER-LINING 


DUPONT FAIRFIELD 
SO CK-LINING 


DUPONT WHITE 
MIDSOLE MATERIAL 


When writing advertisers please mention Boot and Shoe Recorder 
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AND PRICE TICKETS 
NOW AVAILABLE 



















































“U": Pale green “V”:Harvestmoon. “S”: Red flower em “E”; Lavender and “G”: Lavender and 
board. Dark green Pale blue board. bright yellow. blue onwhiteboard. green design on 
and yellew design. Dark blue tree<. peach background. 










i545 


“T”: Pale green «>, Three shades “C’”’ Midnight blue “B”; Blue bar with 
“X": White beard; beard; lavender o¢ javender. and vermilion de- orange sunburst on 
rose flowers; blue flewer; dark green sign on buff board. silver board. 
mound and bar. trim. 





























(Tickets: Priced below, Size 144" x 2%". Samples on request.) 
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SPRING WINDOW BACKGROUNDS 





| SPINE 
Setting 


YOUR FOOT 


; 
, 
3 
OF 
y 
f 


1isOUR MAIN 


Vuctve 













MARCH 


White patterned board; green 
panels with gold-yellow design. 


Size 8” x 14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


This ticket har- 
monizes with 
above card. 
White board, 
green and gold- 
yellow design. 





Feature Pointers 


INFORMATIVE ARROWS point out 
visible and in-built values. They are 
gracefully and securely placed with the 
aid of adjustable Polly Clips. 


REVEAL the fine wearing qualities of 
your merchandise with PRECISE in- 
formation through your windows. You 
¢an turn a window shopper into a sure SE Ny 
customer by pointing out the quality GA 


features of your shoes. 













The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 














Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly —_ for tickets: 4 gross $2.25 

(adjustable—tilts at any e) 1 gross $4. 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
































12 dozen (printed or blank)..... $2.00 
cece o> | Oe 
1 o | 2 ia & Deccse 0.25 Ss Ss 

SPECIAL: RECORDED 
ONE GROSS ARROWS AND ONE GROSS esessescas 
POLLY CLIPS...... @ ONLY $5.00 
Biessecescewee. 
are 
Price............ 
Sesagaage 
“Kk” 










Bi 
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USE SALE STREAMERS 
ON YOUR WINDOWS 


(Red border and “Sale” on white. 
Size: 24” long—5” wide. Price: 3 for 25¢— 
10¢ each.) 


ORE SHOES! 


Annual Display Card Service 
Ineludes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month's 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as 

to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 





These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Seleet the Service You Wish— 
Mail Coupon—See Sales Jump?! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards . . . 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with March, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 





CEE SCO SCOT EOE ESSE EOS SO SHES SSCS HT SSSCAS TST SESS SSS BESS SSSS 
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CLAWIFIED ann WANT. AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


~ + . 8 





SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





WE have two good paying lines for shoe sales- 
men -who have ample time to give to a side- 
line. Applicants must give complete informa- 
tion as to the territory covered and line 
represented. Address E-174, care Boot & Shoe 
sroerter, 239 West 39th Street, New York, 





SALESMAN calling on women’s shoe manu- 
facturers to carry side line ribbons. En- 
tire New England territory open. Liberal com- 
mission. Frankenthaler Ribbons, Inc., 101 West 
37th Street, New York. 


ALESMEN WANTED, for Ohio and Michi- 
an, to carry side line of Women’s Goodyear 
Welt Arch shoes, $3 and $4 retailers. A to 
EEE widths in stock. Commission basis. Ad- 
dress E-184, care Boot & Shoe Recorder, 140 
Federal Street, Boston, Mass. 


SALESMEN: Live wires with substantial fol- 

lowing in the Middle West and the New 
England States to represent nationally known 
Manufacturer of Women’s Slippers and_Shoes. 
Popular prices. Address E-185, care Boot & 
oe Recorder, 239 West 39th Street, New 
ork, N ° 


ONE of the leading shoe manufacturers in the 
United States with well-established connec- 
tions will have the following territories a 
for Fall: (A) Iowa, Kansas, Missouri, 
braska; (B) Indiana, Michigan; (C) Wisconsin, 
Minnesota, Illinois. Guarantee will be paid to 
the right men. There is an established trade 
in each of these territories. Only such men 
who are well established and can furnish best 
of references from the leading retailers in each 
locality need apply. Every application will be 
given consideration, will receive due investiga- 
tion and will be kept strictly confidential. These 
are ideal opportunities for the right men. Ad- 
dress E-186, care Boot & Shoe panes, 239 
West 39th Street, New York, N. 


ALESMEN for short fast reorder ladies’ nov- 

elty footwear retailing under two dollars as 
side line for men with cars traveling Tennessee, 
Illinois, Georgia, Indiana, Oklahoma, Wisconsin, 
also Northwest. Give firms for whom now 
selling. Address E-187, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


ASTERN manufacturing and distributing 

concern wants men to carry line of in-stock 
Compos, McKays, and Welts—in Sport and 
Novelty patterns—to retail for $2 and $3. Espe- 
cially interested in the following territories: 
New York State, New Jersey, Philadelphia, 
Baltimore and Washington, Michigan, Illinois, 
Wisconsin, Ohio, Indiana, Kentucky, Tennessee, 
Pennsylvania, Iowa. Application from other 
states also accepted. Full details and experience 
in letter. Address E-188, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 























Seasoned retail shoe buyer with 
16 years’ Texas department 
store managerial experience is 
open for a position where he 
can prove his worth. Has an 
intimate acquaintance with the 
medium priced men’s, women’s 
and children’s shoe markets. 
Knows department store rou- 
tine and is qualified to mer- 
chandise other departments 
than shoes. Will go anywhere 
opening occurs. 


JOE LEE THOMPSON 
606 South 13th St., Temple, Texas 








T° MANUFACTURERS: If you desire dis- 
tribution of your product to the volume users 
in the Chicago area. References exchanged. 
Address E-190, care Boot & Shoe Recorder, 209 
S. State Street, Chicago, III. 





LINES WANTED: Salesman with following 
in St. Louis and surrounding states wants 
outstanding line of women’s shoes to retail at 
$3 or $4. Either in-stock or make-up line with 
quick delivery. Only reputable lines need 
reply. Address E-192, care Boit & Shoe Re- 
corder, 1627 Locust Street, St. Louis, Mo. 








BUSINESS OPPORTUNITY 








HAVING had 14 years of retail shoe experi- 
ence as retail store manager and salesman 
for well known firms, would like to get con- 
nected with a live-wire firm. Victor Levy, 
1209 Elder Street, Bronx, N. Y. 





CREDIT MAN AND OFFICE MANAGER. 

Young man, with extensive experience in 
New York wholesale market, desires position 
with progressive wholesaler or manufacturer. 
Will go out of town. Address E-189, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ANTED—Position as Shoe -Model. Size, 
ee and 4-B. Address Gertrude W. Gumley, 
6 E. Poinsettia Drive, Lakeland, Fla. 





RETAIL SHOE SALESMAN desires vostien 

in shoe or department store. Age 35, 15 
years’ successful experience, expert shoe fitter, 
pleasing personality, excellent character, A-1 
references. Will start at small salary and go 
anywhere. Maurice M. Finker, 600 W. 164th 
Street, New York, N. Y. 








FOR SALE 


LD-ESTABLISHED RETAIL SHOE 

STORE in town of 7000 population. Cen- 
tral New York. Address E-191, care Boot & 
Shoe Recorder, 239 West 39th’ Street, New 
York, N. Y. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot pg Senay ong readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can —— i No capi- 
tal i or goods t ; no agency 
or soliciting. Betablishea 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 




















mum charge 
address should be 





The rate for “Position and Lines Wanted” 
5 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents per word for all undisplayed advertisements. Mini 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
ES Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seq 


Minimum charge sis. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO.., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 


CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 
MAX KALTER & CO., INC. 
hone Canal 6- 4371. 
591 BROADWAY NEW YORK CITY 











BUY 
Entire “. on bdy Whelessle and _ 
randed Shoes as 
. gy ee Tone dettich. Vitale 
Preserver, Queen Quality. Bos- 
tonians, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 
e St. Cor. Churc 


89 Re h 
New York City 


ad: 
Phone Barclay 7-7887 











CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 




















Meis Employees Dance 


LEBANON, OHIO.—The annual dinner 
and dance given to their employees by 
The Charles Meis Shoe Manufacturing 
Company, makers of Hug-Tite shoes 
for women, was held Tuesday evening, 
Feb. 26. 

In addition to over three hundred 
employees the company had as their 
guests the Mayor of the city and the 
presidents of the Board of Education, 
Chamber of Commerce, Rotary Club, 
Women’s City Club and the City 
Council. 

Following the dinner short talks 
were made by the Mayor, a number of 
prominent citizens, the employees and 
Sidney J. Eisman, president of the 
company. 

In Mr. Eisman’s talk he outlined a 
plan life, accident, and health insur- 
ance for the employees of the company. 

The dance that followed the dinner 
was attended by over three hundred 
and fifty young men and women, and 
the committee on arrangements pro- 
vided splendid music and a number of 
entertaining features given by the 
employees. 

The plant at Lebanon is just a few 
miles outside of Cincinnati, and is one 
of the most up-to-date in the country 
and has a capacity of over twenty-five 
hundred pairs of shoes per day. 


Blue Strong in Detroit 


DETROIT.—Blue will be the principal 
color for Spring, according to Jack 
Plunket, of Plunkett Brothers. The 
season is expected to start with a rush 
about March 1, he said, a bit early this 
year, and sales have already started. 
Dark shades, especially navy, are pre- 
ferred. 

The trend is all to pumps and ties 
for Spring, he added. 

The former Arnold Glove Grip Boot 
Shop is now renamed the Plunkett 
Brothers, one of the city’s principal 
downtown stores. Business in Febru- 
ary slumped a bit, Mr. Plunkett said, 
during the last half, on account of the 
weather, but was still as a whole con- 
siderably ahead of 1934. 


Bonus for Wolverine Workers 


DETROIT.—A bonus of $98,137.16 will 
be divided among employes of the Wol- 
verine Shoe and Tanning Corporation 
as their share of profits under a profit- 
sharing plan which has been in effect 
for fifteen years. The company has 
plants at Greenville and Rockford, 
Mich. Actual division will take place 
in April. 

The firm produces work shoes strictly, 
and the fact of steady production has 
enabled the company to put into effect 
this profit-sharing plan, President 
Adolph Kratise said. He stated that 
the company has maintained its usual 
production schedule even when sales 
dropped, in the plan to stock shoes for 
future sales with a return of prosperity. 

A total of nearly $500,000 has been 
distributed by the company during the 
past fourteen years. This year’s figure 
is something of a record, however. It 
more than doubles the bonus for last 
year, which was $41,881.76. The num- 
ber of employes was 413 last year, 
while this year 548 will receive the gift, 
making an average individual increase 
in bonus of 76 per cent. 


Against Prize Shoe Plan 


Lone Beacu, L. I—Amusement con- 
cessionaires in the Long Island terri- 
tory who give coupons to their patrons 
with the understanding that they are 
redeemable for shoes and other foot- 
wear, will be the target of shoe store 
people next Summer, according to plans 
that are being mapped at Long Beach, 
in the Rockaways 

Shoe merchants who expect to be 
organized definitely for the fight to op- 
pose the giving of shoes for prizes in- 
tend to carry on their protest through 
wholesalers, insisting that their busi- 
nesses are seriously impaired 

In the Rockaways, alone, it is pointed 
out, many hundreds of pairs of shoes 
are given away as prizes. H. Sandler, 
of Far Rockaway, is temporary chair- 
man of the group seeking the elimina- 
tion of the practice. 


Pou Slice 
Hover. 


Pat. Pending 
To properly o-_ arch ouapert shoes, 
branded shoe wolf eh shoes and fibre sole 
area ueien in the correct up- 
right ition. Occupies little space. Almost 
+ abe le when in use. Will not fall over. 
for Men’s and Women’s shoes. 
$1.65 per Y2 dezen 
M. D. POLLINGER CO 
Holland Bullaing St. Louls, Me. 


shoes. 


sane 00 per — 











DISPLAY © 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeable. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 








Opens Merchants Plan Store 


TYLER, Tex.—The Brush Bros. Shoe 
Store was opened here Washington’s 
birthday. The Brush brothers are in- 
terested in several other business en- 
terprises in the city and appointed J. P. 
Gilland to be the store manager and 
executive. Harold Phipps is assistant 
manager. 

This store is operating under the 
Merchants Service Plan of the Interna- 
tional Shoe Co. Peters shoes are fea- 
tured, with a special play being made 
on Red Goose shoes for children. Dur- 
ing the opening day W. W. Wilson, 
field representative of the Merchants 
Service Department, and F. W. Betts, 
sales representative, lent their presence 
and assistance, 


To Open New Cleveland Store 


CLEVELAND, OH10—The W. L. Doug- 
las Shoe Co. will open a new store at 
10311 Euclid Avenue about March 1. 
This will take the place of the store 
formerly operated at 737 Euclid Ave- 
nue and discontinued the first of the 
year. The company will continue their 
large downtown store at 35 Old Ar- 
cade, which is managed by Thomas 
B. Stevenson. 

R. W. Young, former manager of 
the 737 Euclid store, will be manager 
of the new store at 10311 Euclid Ave- 
nue, where they will offer a full line 
for men, women, girls and boys. 













































Page 90 


o Guying 






s 


BOOT AND SHOE RECORDER, March 16, 1935 


To 
Our Advertisers 
In This Issue 





of vital interest and importance to 
every store selling this class of merchandise. 
One that carries a message also to many 
other stores, not now selling work shoes, 
that could profitably add this promising line 
to their present stocks of merchandise. For 
work shoes are coming back into the picture 
step by step with the steady advance in 
industrial activity, and there's a real place 
for them in the shoe store, whether it be 
the family type of store or the men’s store 
catering to the class of customers who buy 
work shoes. 

These facts are revealed in the observa- 
tions of Harry R. Terhune, RECORDER Field 
Editor, who has recently spent some time 
ip the territory where the great Tennessee 
Valley Power project is in process of de- 
velopment, as well as in other parts of the 
Southwest. To profit by the increased de- 
mand for work shoes, however, merchants 
must familiarize themselves with the kinds of 
work shoes men are buying today and with 
the present trends in work shoe business. 
Next week's article gives you the highlights 
of this interesting story—a story that will 
spell opportunity for thousands of shoe 
stores the nation over in the next few years. 


Afer week we tell a work shoe story that's 





To Double Shoe Space 


OmaHA, NeB.—A complete remodel- 
ing which will double the floor space 
of the shoe shop of the Nebraska Cloth- 
ing Company, Fifteenth and Farnam 
Streets, is under way. A partition be- 
tween the old shoe shop and the ladies’ 
millinery store is being taken out and 
the women’s shoe department will be 
in the rear of the millinery store. This 
salon will be done in modernistic design 
with walls made so that the stock is 
entirely hidden. 

The space which has been used here- 
tofore for all types of shoes will be 
devoted to men’s shoes. The children’s 
department will be under the arch be- 
tween the men’s and women’s depart- 
ments. 

It is expected that this improved shoe 
shop will be formally opened March 1. 

“Our business has increased 25 per 
cent during the past year,” explains 
M. W. Stephen, manager, “and we must 
have more space. Our store has been 
entirely too crowded and in order to 
increase our volume in women’s shoes 
or even hold what we have we must 
have a nice, attractive place to show 
them. Women will not buy in an un- 
attractive store. Our new store will 
have all the features women like and 
we hope to continue increasing our 
business the next year.” 


BOOTS AND SHOES 
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White Shoes 
Step Into Season 


...and 


VITALITY, 
leads the Parade > aie 


The seasonal change-over to white shoes brings ad- ~P 
ditional sales volume and added profits to dealers 
who can supply customers from a well rounded, care- 
fully selected stock...Vitality’s In-Stock Department 
has been built up with this purpose in view. 






































We have In-Stock an outstanding assortment of 
smart, fashionable patterns in the season’s most pop- 
ular styles. An unusual variety of sizes and widths 


are represented. Aggressive national advertising 
makes the Vitality line easier to merchandise and 
generously adequate mark-up safeguards profits. 
VITALITY SHOE COMPANY «= ST. LOUIS 


Branch of International Shoe Co. 


VIL Mie 


WOMEN’S MEN’‘S aN Boys’ CHILDREN’S 
(er Complete widths 


AAAA to EEE AAA to G Ato £ asi 
Sizes 2 to 11 Sizes 5 to 14 sind Sizes 10 6 priced to size 


$6 and $6.75 $5 and $6 Ts $4 $2 to $5 


PHYLLIS 


rn 
cope 


Nationally Advertised in VOGUE * LADIES’ HOME JOURNAL * McCALL'S * PHOTOPLAY * GOOD HOUSEKEEPING 
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Be sure to include Myers san- 
dals in your spring and summer 
purchases. For here’s a line that 
is really going places. Many 
more styles in stock. And they're 
all fast moving and will add extra 
dollars to this season's profits. 


§8314 -White Cab.-16/8 Cont. Heel 

88324 -White Cab.-20/8 Spike Heel 

§8320 -Patent-20/8 Spike Heel 

LOO x §8322 -Blue Kid-20/8 Spike Heel 

anes acncearetukaasiien 88327X-Brown Kid-20/8 Spike Heel 

-White Kid- uban Hee aes 
9724-White Kid-20/8 Spike Heel ‘A CEES Without “t" Giep 
Widths AAA to C 


Widths AA to B 


* Just out—the New Myers 
Spring and Summer 25th 
Anniversary Catalogue. 


<LG | WRITE FOR IT! 
- >. Lp 74 styles illustrated ! ‘ 
BOLERO SANDAL - - - $2.10 LEXINGTON SANDAL-§$2.10 


9773-White Linen-10/8 Flat Heel Suer 9764-White Kid-20/8 Spike Heel 
9793-White Linen-20/8 Spike Heel Par. 9744-White Kid-10/8 Flat Heel 
9784-White Kid-16/8 Cuban Heel 9753-White Linen-16/8 Cuban Heel 


Widths AA to B Widths AA to B 


D. MYERS & SONS, INC. 


7 ee AG Moving Women's Novelty Shoe House 


CURTAIN AT SHERWOOD AVENUE * BALTIMORE, MARYLAND 


When writing advertisers please mention Boot and Shoe Recorder 
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AP PEELS. ; 


are flexible 


Thanks to the superior hemp and imported flax from which 
Spaulding Counters are made, and the intensive treatment 
this raw fibre undergoes, Spaulding Counters are not only 
stronger but more flexible than ordinary counters. Asa result, 
they fit the last better, mould themselves readily to the con- 
tours of the foot, and stand up as long as a shoe is worn. 
They are, in short, the best possible guarantee of “happy 
heels” for your customers. Why not specify them in all the 


shoes you sell? 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


Get Spaulding Coun- 
ters for that extra 
strength in the heel 
seat that keeps the 
quarter standing up— 
like this. 


Don’t lose a customer 
vecause of an inferior 
counter that breaks 
down in service and 
lets the quarter sag 
—like this. 


SPAULDING \\ 


Counters 


“Wade in North Rochester, N. H. 


. AND COSTS SO LITTLE 
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SETON PATENT IS THE VOGUE! 
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Patent Leather News Flashes , ‘ , ‘ Late Edition 

























MILWAUKEE, WIS.--— GIMBEL BROS. 
has been reordering constantly 
on patent leather opera pumps. 
Navy and black patent pumps have 
been good selling items also at 
The BOSTON STORE. 


NEW YORK CITY -- I. MILLER 
SHOPS are featuring Patent 
Leather. "Each Spring this viva- 
cious leather sprouts up in 
Fashion. THIS Spring, higher 
than ever!" 









DALLAS, TEX.-- C. R. Mayes, man- 
ager of the WALK-OVER shoe de- 
partment in SANGER BROS., is sell- 
ing a world of patent leather 
shoes right now. The demand will 
come back even stronger than 
ever next Fall he states. 










































ST. LOUIS, MO.-- The I. Miller 
shop at 823 Locust Street re- 
ports: "Patent leather quickens 
the pulse of Fashion this 
Spring. Millinery, tailleurs and 
monotone prints respond to the 
spell of its brilliant beauty." 









Fashion report published by 
prominent, authoritative source 
of style information advises: 
''Patent leather has a definite 
Fashion standing. 

















"All the costumes trimmed with 
lacquered accents (patent leath- 
er flowers for instance); all 
the new shiny straw hats cry out 
for patent leather shoes. The 
new dress prints, with their 
sharper color and more clean-cut 
pattern, are effectively comple- 
mented by patent leather." 





COLUMBUS, 0.-- "The newest and 
most brilliant note for Spring! 
PATENT LEATHER. As sparkling as 
|) Cinderella's slipper....there's 
| nothing to compare with patent 
leather shoes for dress wear." 
Morehouse Martens. 

















































































































nemmnecidl The Vogue of Patent Is Established ! 
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NEWARK, NEW JERSEY 
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SHEESTELES 


melas cn 7 a 


Our new four-story build- 
ing in the heart of the busy 
wholesale district! Modern 
in every way, from top to 
basement. 


Visit our beautiful new 
showrooms, that are a 
fitting background for 
our lavish display of 
brand-new Summer 
shoe styles. 


Cver Orout 


Style! Value! Service! 


Growth is the life-blood of modern business success! Due 
to steady, continuous growth in volume, Shu-Stiles moves 
to quarters that are adequate to meet ever increasing de- 
mands. Here in our new home you can expect even BET- 
TER service...even smarter and more thrilling styles... 
still greater values! Watch us...and keep in step with... 


"The Shoe House that Sets the Pace’’ 


1214 Washington 1214 Washington 
St. Louis St. Louis 
SH CREATORS ES 

. & 


tt © beberle 
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CRAG Sit, 
RS 
fae : $ 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require & ’ A 
eyelets... They may be the 
“INVISIBLE” or the modern 

roll setting “INVINCIBLE” 
(visible) type. In either case 

they are smooth fitting and 














there is no roughness on the 
inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE OGDEN 
This is one of the New Ball-Band Sport 


style toe cap; binding strip around the 
sole. Also featuring the new springy 
cushion sole ... and our unsurpassed 
STA-KLEEN insole. Priced to retail 
profitably at One Dollar a pair. 
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BALL-BAND SPORT SHOES 
make fast friends 


What a satisfying situation it is to handle a line of Sport Shoes you are 
proud to display and sell—a line that attracts boy and mother because of its 
smartness and down-right goodness. These Sport Shoes are the sort that you 
can enthusiastically endorse—the sort that keeps the young folks, and their 
parents, coming to you. For Ball-Band has seen to it that the fit—the ma- 
terials—the sturdy construction are fully up to Ball-Band high standards. 

The public is paying more attention to quality, because it has found it true 
economy to do so. Why not sell Ball-Band Sport Shoes this Spring and Sum- 
mer. Cash in on the big selling advantages of the Red Ball trade-mark and 
Ball-Band quality—famous for so many years. Write at once for the latest 
facts about Ball-Band Sport Shoes. 


MISHAWAKA RUBBER & WOOLEN MFG. CO., 
280 WATER STREET, MISHAWAKA, INDIANA 


BALL-BAND 








(1) This famous Ball-Band STA-KLEEN 
insole always stays clean; does not ab- 
sorb perspiration; and will not buckle 
up or wrinkle. 


(2) This layer of tough stock provides a 
firm support for the foot. 


(3) This layer of sponge rubber acts as a 
cushion and gives these new Sport 
Shoes that springy action which makes 
them so fast and lively. 
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... And Here's an ABC 


It was a foregone conclusion that the American public 




















would tire of merchandise made to sell at a price instead of 







made to wear and give satisfaction. And, it was inevitable. 






too, that smart merchants would see the wisdom of decreas- 






ing the pressure on price and of displaying, promoting 


and selling again the quality lines in their store. Retailers 






do not need to be told how quickly a few more dollar- 









per sale increases profits and adds to commercial security. 


In Stock 


THE GARFIELD; S-509 in black calf; 
S-510 in brown calf. The famous 
Flarewedge last 


TO RETAIL $ 
AT 75 


Most Styles 





















THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 











When writing advertisers please mention Boot and Shoe Recorder 








